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Yes, you'll find that your most exacting 
specifications for the newest developments in fluor- 
escent lighting are fully met in the new Benjamin 
“Series 40”! In this new Benjamin Fluorescent Lighting 
Line are advancements which insure better shielding 
of the lamps from the eye, improved operation and 
easier installation and maintenance. In addition, 
there is advanced styling ... the eye-pleasing 
beauty of streamlined design. 


However, as is usual with all Benjamin Units, you 
get more than new features in the new “Series 40”. 
You get famous Benjamin built-like-a-battleship 


@ One-Piece Drawn Metal Housing 
© Ample Conduit Knock-outs 


© Accessible Non-Blinking Lamp 
Starters 


@ "Lok-Latch” Fasteners for Low Cost 
Installation and Maintenance 


@eeeveeee 


© Porcelain Enameled Shield 

© Life-Time Porcelain Enamel Finish 
@ Meet RLM Specifications 

© Heavy-Gauge Steel Reflectors 


© "Springlox” Holders for Safety and 
Easy Servicing 


construction and all the many other factors which 
go to insure efficient and easily maintained illumi- 
nation of work places. 


Recommend and specify Benjamin Fluorescent Light- 
ing Units. Get the complete story—learn why you 
light right when you light with Benjamin. BENJAMIN 
ELECTRIC MFG. CO., DEPT. Z-1,DES PLAINES 20, ILL. 


BENJAMI 


Distributed Exclusively Through Electrical Wholesalers 


R2447° 


@ Warranted High Light Output 


@ Detachable Chain Support 
Brackets 


@ Approved by Underwriters’ Lab., Inc 
® ETL Certified Ballast 
@® Modern Streamlined Styling 
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CHECK THESE MERTLAND FEATURES 
for quality, durability, convenience and 
economy 


* UL APPROVED. 

* Heavy gouge galvanized steel tank, hot dipped. 
Mode and galvanized in Mertland’s ultra-modern 
tank and galvanizing plant. 

Fully automatic, adjustable, snap action tempera 
ture control. 

Chromalox quick heating immersion type heating 
unit, 

Working pressure guaranteed 150 Ibs. (Tested 
300 Ibs.) . 

* Protected from corrosion by Mertland Magnesium 
Anodic Rod (optional equipment). 

Thick, blanket type Fiberglas insulation al! around 
tank, 

Eight coats of white enamel baked on heavy 
steel jacket, 

Inlet baffle evenly distributes incoming water. 
Heovy gauge copper wiring. 

Internal heat trop prevents hot water circulation 
through house system except when drawn. Soves 
fuel. 

Wattages and voltages to your specifications. Con 
be furnished wired for limited demand 


Black base conceals mop marks; flush to floor. 


X PROTECTED FROM 


\| MAGNESIUM 
ANODIC 
ROD 


1; 
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@ For the dealer, the Mertland story is a success story. 
Mertland automatic electric hot water heaters sell readily, 
build your sales volume and your profits. There is a size 
and style for every home requirement. 

You can deliver the heater your customer wants, when 
he wants it, by drawing on your wholesaler’s stock. This 
gives you the advantages of a large inventory but con- 
serves your space, keeps your investment at a minimum. 

Talk to your Mertland wholesaler, look at the Mertland 
heater. Compare it feature for feature and dollar for dollar 
with any other heater on the market. See why more and 
more dealers are singing Mertland's praises . setting 
new sales and profit records. 

And as an extra dividend, check on Mertland's sales 
training plan that will give your salesmen extra ammuni- 
tion for selling more Mertlands. Mertiand goes all the way 
to build your volume, increase your profits. 

Almost every area in America is now served by a Mert- 
land wholesaler. On request, we will be glad to send you 
the name of the one located most conveniently for you. 


Write for Free Booklet, ‘Why You Need a Mertland 
Automatic Electric Hot Water Heater 





TWO-LIGHT 


— LIGHT-IN-L1NE 


100-W ‘ 
IN d 


STOCK AND STYLE FLEXIBILITY 


Engineered on a unique “basic unit” principle to save 








A modest stock does a big 2 : ; 
FOUR-LIGHT: 


money on inventory... . 
job! Sixteen smart, super-efficient combinations ayail- 

able in 2 and 4-light, 40 and 100-watt.. Louvered or : 
lustproof glass or plastic enclosures fit the same ye 
dust prool glass or p astic enclosures 2 € _ same 100-W r] 
basic unit. Interchangeability of these light distrib- : 
utors gives maximum variety with minimum stock ... 

added exclusive feature permits 40-watt and 100-watt 

fixtures in same line for area intensification. Union 

made, U.L.-approved. Write today for full informa- 7 4 
tion. Address MOE-BRIDGES Corporation, Dept 912 ret 4 

pe i o* 


40-W 


Sheboygan, Wisconsin. a f 
, : LOUVERED & 
100-W 


BASE UNITS 


TWO-LIGHT 
40-W and 100-W 


PLASTIC 

ey ics ks ee sie “ait lec ties ak ak 40-W 
ENCLOSURES a : 
Same cross-section for 40-W and 100-W Units _ 


VW ALVES 


ita rein Ba oaks § . LOUVERED 


PLASTIC 
100-W 








40-W 


LOUVERED 
100-W 








PLASTIC 
40-W 


PLASTIC 
100-W 
eae 


*40-W and 100-W fixtures may be usea in the same 
line for crea intensification. 
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OR SAFETY'S SAKE... USE CONDUIT (Full Weighit Rigid Steel) 


a 


SAFETY 


is the best policy 


For permanent pro- 
tection--wiring safety for the life of 
any building structure--specify and 
use Youngstown’s Buckeye Conduit. 

“Buckeye” is a standard-threaded, 
full-weight rigid steel conduit. Its 
mirror-smooth enamel lining is 
tough and elastic, does not chip or 
break under shock or bending. It 
bends easily with any ordinary hic- 
key, without flattening at the radius. 
It is a top quality product for top 
quality construction. 

Youngstown’s Buckeye Conduit 
is sold by leading electrical distrib- 
utors inevery market. Look for the 
name Youngstown on the under- 
writer's label on every length of 
conduit as your safeguard. 





oe chek By 


& THE YOUNGSTOWN SHEET AND TUBE COMPANY 
GENERAL OFFICES - YOUNGSTOWN 1, OHIO 
Ask your distributor for 
Export Offices - 500 Fifth Avenue, New York City popeetove Bashers Conte tee ot Tea 


Manufacturers of Coke Tin Plate... Bars...Rods...Cold Finished Carbon 
and Alloy Stee! Bars...Wire...Tie Plates and Spikes 


= CARBON My. RO> Game .0. Dm 40) 10> Game-y 83 °9 F~) 
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EVEN CAN’T TELL 


WHICH CAME FIRST! 


Actual, unretouched photograph of production sampies 

of old and new G-E thermoplastic building wire. 
Look at these two samples of General Electric thermoplastic building wire. 
Both were bent to a sharp angle for this photograph. One sample ts right off 
today’s production line—the other goes back to prewar days, when General 
Electric first developed building wire of this type 

Can you see any of the cracks that normally show up on an old piece of 
wire? We couldn't, even under a magnifying glass. And no wonder, for 
General Electric thermoplastic 1s really made to last. Unlike many insula 
tions of natural organic origin, it Just stays as zs! 

Today, the earliest users of General Electric thermoplastic building wire are 
coming back for more and more of it. They have found out by experience that 
[ and TW not only last, but save time by pulling easily and stripping freely. 

They save money by permitting fast 
installation. 

Remember, General Electric zvtro- 
duced thermoplastic building wire, 
so don’t buy or specify by type alone 
— ask for General Electric thermo- 
plastic! Get all the facts by writing 
to Section W57-1224, Appliance and 
Merchandise Department, General 
Electric Company, Bridgeport 2, 
Connecticut. 


GENERAL «<> ELECTRIC 








With Your 


Merchandise Distribut 


pl 
important role in cable insulation 
too. Take P\ 
instance. Th 
metallic sh 
cable is ligh 
smaller dia 
and is more 
than ordinary cables. These feat 
the result of skilled engineering i 
construction. They are built int 
to give you easy handling, to spee 
lations, and to keep PVX on 
after it is installed. Let us give y: 
information on this outstanding 
You'll find many uses for it. 


may sou 
overdoing things, but not when 
talking about General Electric's 
laboratories. Here, samples of 


cable are immersed in oil or wa 


tested for dielectric strength and 
tion resistance. Many thousand t 
these and other properties hav 
made for your protection. These 
checks on quality mean that wh 
order any General Electric wire o 
you can always be sure that it wi 
form long and well. 


—t 
add up to more business for you 
you show your customers how ( 
Electric’s Flamenol* cords can | 
portable tools from these sé 
shortening enemies. Flamenol cord 
many common hazards, such as aci 
alkalies, twisting, kinking, and i 
Their long service will please 

customers, an 
bring them bac 
more business. 
us about the 
available type 
heavy duty, me 
duty, and rip « 
* Trade-mark Reg. U. S. Pat. Off. 
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A 
MERRY 

CHRISTMAS 
TO YOU 


Way the flames of Friendship ; is out the New Year is the sincere 
TT LLL Le S : wish of the members of the Atlanta 


Yiristmas Season and through- | Electrical Agents 10 Year Club. 
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YOU GET WHAT 
YOU WANT WHEN 
YOU WANT IT— 


—at IWI. Whether it’s 

materials or equipment, 
IWI gives you SERVICE. 
Most items are shipped 






Ty 






FisRE AND 
PHENOL FIBRE 







the same day order 





is received. 








EVERY SHOP 
NEEDS THE 
IWI BLUE CATALOG 


It’s the repair shop 
bible—thousands of 
items listed for easy 








finding, easy ordering. 
















ogee 
ND wines we 
— W Maret 








IT’S FREE— 
Write “Today! 









Offices and Warehouses in: ST. LOUIS 3, MO. 





EVERYTHING YOU NEED FOR 
MOTOR REPAIR & — 


INSULATION AND WIRES INCORPORATED 


SERVICE = 
AW 


TAYLOR FIBRE 


From processing of the finest rags until proper aging is complete 
production of TAYLOR FIBRE is scientifically controlled. TA 
FIBRE gives you extra long service life, high dielectric strengt! 
easy work- ability. 

You can fill every fibre need from the IWI stocks of TAYLOR 
grade grey, standard red vulcanized, plain sheet, tubing or ro 
TAYLOR BONE GREY for spacers, slot wedges, and every other u 
requires a hard vulcanized fibre that won’t delaminate. Use TA 
RED for every general fibre requirement in your shop. 


DESPATCH OVENS 
— Prduce Wore Aud Earn UW: 


Specially engineered to give better results with the new syntheti 

nishes that require controlled temperatures up to 500° — DESP. 
OVENS give you all these features that mean lower operating c 
creased output, higher quality work, and reduced baking time 
Volume Positive Air Intake for proper curing and complete rem: 
fumes and gases— Uniform Temperature Controls that circulate 
heated air to every corner of the oven and eliminate hot or cold s; 
Specially Designed Loading Rack for greater capacity — Automati 
Recovery Control — Foolproof Safety Controls. Whether electric « 
DESPATCH OVENS are simple to install and save one third of your fu 


KIRKWOOD COMMUTATORS 
— Built For Long Sew 


You insure your work against failure and comebacks with KIRKV 
COMMUTATORS. Only the best materials go into KIRKWOOD ‘ 

MUTATORS and the finest production methods make sure the; 
stand up longer in service under the most severe changes of vibr 
heat and speed. 

KIRKWOOD COMMUTATORS are engineered for accuracy 
precision machined to bore and diameter—bars won't throw—have on 
best grade mica—and are heat treated to reduce expansion and elin 
excess mica binder. Almost any size or type of commutator is in sto 


ATLANTA, GA. @ HOUSTON 3, TEXAS 


ELECTRICAL SOUTH for DECEMBER, 


— 90s Zuality 10 Built 


refrigeration, commercial or vacuum cleaner motors, and automotiv: 
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Wakefield’s GRENADIER has been an outstanding favorite for lighting 
schools, offices, drafting rooms and stores. Now it has been redesigned and 
improved to include the best features of postwar advances in lighting. 


Your customers will like GRENADIER II because: 
It is smart in appearance... “tops” in lighting. It is sturdier ... made of heavier metal. 
It is deeper ... has better shielding... 35° It is easy to install . . . utilizes the same type of 
normal, 25° parallel. precision fit parts and hanger design that make 


It permits control of downlighting, if desired. the STAR so easy to hang. 


Ask your Wakefield representative for full details about the Grenadier II and 
other Wakefield fixtures. Or write The F.W. Wakefield Brass Co., Vermilion, O. 





Easy Maintenance — plastic ee sao Downlighting Control—with 
side panels can be readily slid a ® accessory opaque reflectors or 
out for quick, safe cleaning. slotted reflectors (as shown). 





THE STAR 
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OWER follows cranes, hoists and portable tools 
like a well-trained pup when BullDog Industrial 
Trol-E-Duct goes to work in your plant. 

That’s why we say you can get power without pull 
from this modern, flexible system for electrical dis- 
tribution. Eight ounces is all it takes to move current- 
collecting ball bearing trolleys along the continuous 
slotted duct. 

Conductors are safely enclosed in a sturdy steel casing 
to remove the menace of accidental contact. Hazards 
of long, dangling extension cords are gone, too. 

Because trolleys can tap power from every inch of 
the duct, the need for rewiring or adding new fixed 


ELECTRIC PRODUCTS COMPANY 


without pu! 


outlets to accommodate production changes is < 
pletely eliminated. And because rigid bus bars in 
uniform contact pressure, dangerous arcs and resu 
breakdowns are prevented—a major saving in ma 
nance costs. 

Besides the advantages of safety, efficiency 
economy, BullDog Industrial Trol-E-Duct has 
percent salvage value if plant alterations call for 
locating the system. 


Calla BullDog Field Engineer today and let him s! 
you a BullDog installation near your own plant 
if you prefer, simply write BullDog direct and » 
send detailed descriptive folders. 


BullIDog manufactures Vacu-Break 
Switches—SafToFuse Panelboards— Su 
and Rocker Type Lighting Panels—S 
boards—Circuit Master Breakers —’ 
Feeder BUStribution DUCT—’‘Plug-in”’ 
BUStribution DUCT—Universal Trol-E-Du 
flexible lighting—Industrial Trol-E-Duc 
portable tools, cranes, hoists. 


Detroit 32, Mich. Field Offices In All Principal Cities. In Canada: BullDog Electric Products of Canada, Ltd., Tore 
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\ODEL F157P ROASTER RANGE 


:, indeed, an unbeatable electric range set-up: 
(he heavily advertised 2-oven Monarch Roaster 
ipture the preferences of those who want the 
(2) the single-ovened model 56 with “deep 
er for those who want quality at a minimum 


rfect sales-clinching team! A perfect profit team! 


LEABLE IRON RANGE CO. 
AKE STREET + BEAVER DAM, WIS. 


“TWIN EFFICIENCY” 





Wew Broad Street substation of Pennsylvania Electric 
Company, Johnstown, Pa. Fabricated by Railway 
& Industrial Engineering Company of Greensburg, Pa. 
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ALL-ALUMINUM SUBSTATIONS 


% 


In only 14 working hours, a 5-man inexperienced crew 
working without a crane, erected the strong, lightweight 
Alcoa Aluminum supporting members of this all-alumi- 
num substation. It would have taken at least a week to 
10 days’ time, and a crane, to erect a similar structure 
built of ordinary heavy metal. 

And there will be no periodic shutdowns of the elec- 
trical circuits in order to paint the structure. Aluminum 
cannot rust, needs no paint or protection even in indus- 
trial atmospheres. 

Aleoa Aluminum Tubular Bus make up the elec- 
trical circuits of this substation. They’re a special elec- 


trical grade of aluminum that gives high current-carry- 
ing efficiency. You have your choice of Alcoa Aluminun 
Bus Conductors in many sizes, and four shapes . 
tubular, channels, angles, and flat bars. ‘There are A! 
Aluminum Fittings for each size and shape. 

Design your substations “ALL-ALUMINUM” . 
to save time, money, inconvenience. 
We'll be glad to help. ALUMINUM 
Company oF America, 2164 Gulf 
Building, Pittsburgh 19, Pennsyl- 
vania. Sales offices in leading 


cities. 


MORE PEOPLE WANT MORE ALUMINUM FOR MORE USES THAN EVER 


egey: Wyant tty 





IN civ & RR: ¥ 


COMMERCIAL 


FORM 
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To reduce night accidents — 


PROVIDE BETTER SEEING 


oa 


New G-E Engineering Bulletin 
presents latest facts on lighting 
for greater safety on streets and highways 


OST TRAFFIC FATALITIES occur after dark—when 

he rate per vehicle mile is more than 3 times that of 
light accidents. Why? Because the major night 
rd is lack of adequate visibility. 
‘hat constitutes safe seeing for night driving? What 
quired to provide it? Too many responsible officials 
adequate information on these two fundamentals 
fter-dark traffic safety. 


seeing and Traffic Safety” presents new information 
d on exhaustive research into every phase of visi- 


bility in night driving. It covers both automobile head- 
lighting and fixed street and highway lighting. And it 
explains a practical technique developed for quanti- 
tative evaluation of street illumination. 

Whatever your interest or activities in relation to 
traffic safety, this important General Electric bulletin 
belongs on your “required reading”’ list. To get your 
copy, just call or write your nearby G-E Lamp district 
office. General Electric Company, Lamp Department, 
Nela Park, Cleveland 12, Obio. 


GENERAL @ ELECTRIC 
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o matter how good it Jooks, a friction tape that won’t stay put is 
of little value. That’s why “adhesion” is so important in friction tape 
and why the A. S. T. M. has developed carefully-controlled test pro- 
cedures to determine this all-important quality. PANTHER and 
DRAGON Friction Tapes comply with these and other requirements 
of A. S. T. M. and Federal specifications. 

But the most important factor of all is user satisfaction. PANTHER 
and DRAGON Friction Tapes are “tops” here, too. You can handle 
them on a pole top in mid-winter or in the blistering heat of a boiler 
room and expect them to stay put. 

PANTHER and DRAGON Friction and Rubber Tapes give the 
kind of results that produce repeat orders. They are made by a com- 
pany in the insulation business since 1878 and sold only through rec- 
ognized independent wholesalers. Hazard Insulated Wire Works, 
Division of The Okonite Company, Wilkes-Barre, Pennsylvania. 


@Poniner und Dragon 


—< 


eS _ friction and rubber tapes 
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CROUSE-HINDS 


‘on Pv 


! 
| 


‘LIA 


Flexible Fixture Supports | 


® provide a neat and economical 


# mounting for lighting . 
fixtures in hazardous locations 
Type ECJF 


They comply with the requirements of Article 500, 1947 Two Fomate 
National Electrical Code, which specifies a tlexible connector Nipples 
in fixture stems over 12 inches long. 


Compact streamlined design.... just slightly 


larger than the conduit. 
) Permanently flexible . .. . no moving parts. 


) Self-aligning .... fixture stem will always be 
exactly vertical. 

' Type ECHF 

Two Male 


Protection .... flexibility minimizes chance of —o 
mechanical injury to the fixture. aa 


‘\ Insulating lining in the flexible part. 
» Varied nipple arrangements .... to meet 
every requirement. 


) Set screws in all female nipples .... lock 
against rotation. 


:) Full range of sizes .... 4-inch to 18-inch flex- Type ECGF 


One Female 


ible length. Nipple, One 
Male Nipple 


Type ECKF 
One Female 
Union, One 
Male Nipple 








Crouse-Hinds Type EVF Explosion-Proof 4-Lamp Fluorescent Fixture 
Suspended by ECHF Flexible Fixture Support. 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Offices: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas 
¥ Denver — Detroit — Houston — Indianapolis — Kansas City —Los Angeles 
: Crouse-Hinds Type EVA Milwaukee — Minneapolis — New York — Philadelphia — Pittsburgh 
i , *Ploston-Preot Fixture Suspended Portland, Ore.—San Francisco —Seattle - St. Louis ~ Washington. 
a’ es do a — - Resident Representatives: Albany — Atlanta — Charlotte — New Orleans — Richmond, Va. 
bh ™ Bhp ana choy > te — CROUSE-HINDS COMPANY OF CANADA, LTD., Main Office and Plant: TORONTO, ONT. 


CONDULETS : TRAFFIC SIGNALS -: AIRPORT LIGHTING : FLOODLIGHTS 


EL°CTRICAL SOUTH for DECEMBER, 1947 13 














that’s why you benefit by insisting on a 


Certified starter 


CERTIFIED on a starter is like STERLING on silver, ]OO% VIRGIN WOOL 
on a label, or U.S. PRIME on beef—it is your assurance of tops in quality. rT 


——— 


CERTIFIED 


To get the best lighting performance and to get the greatest 
economy in maintenance of your fluorescent installation, insist on 
CERTIFIED starters. 


Here’s why you'll benefit: CERTIFIED starters meet rigid 
specifications for performance and service. They’re Certified by Elec- 
trical Testing Laboratories, Inc., after testing and checking. You get 
longer lamp life and longer starter life with CERTIFIED starters. 


To be sure you get the best, look for the CERTIFIED 
shield on the case and on each starter. 





oa i - ons 4 s . g 
maquiri fo manurfocturers of 


Certified Si 
sOrrmiriea STarrers 
The Arrow-Hart and Hegeman Co., Hartford, Connecticut Instant Glow Starter Corporation, New York, N. Y. 
The Bryant Electric Co., Bridgeport, Connecticut Kuthe Laboratories, Inc., Newark, N. J. 

Dura Electric Lamp Co., Newark, N. J. The Lloyd Products Co., Providence, R. I. 


General Electric Co., Bridgeport, Connecticut Pass & Seymour Co., Syracuse, N. Y. 
Harvey Hubbell, Inc., Bridgeport, Connecticut Sheldon Electric Co., Irvington, N. J. 
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RACO COB!2 BOX 


Faster roughing in of those 
construction jobs. No time 
lost through mechanics aa- 
sembling boxes to old style 
bar hangers on'the job. Long 
nailing prongs gauge and 
hold STEEL box in correct 
position until naila_ are 
driven. 











RACO Switch and Outlet Boxes 


Here’s Why You Can Always Rely on Raco: There’s more than 35 
years’ experience behind every Raco product—experience that has 
established the most exacting production standards—and every 
box is multiple-inspected to be sure it meets these standards. No 
wonder this PROFIT LINE is preferred the country over by whole- 
salers and salesmen, electrical contractors, builders and architects. 
Furthermore, there’s a STURDY Raco box for every need. See the 
complete line. Send for catalog. 








* « * 


A-S-E STEEL PRODUCTS FOR MANY USES 
STEEL OFFICE FURNITURE - WARDROBE, STORAGE, AND COMBINATION 
CABINETS - CLOTHING LOCKERS - INDUSTRIAL EQUIPMENT FOR FASTER 
MATERIALS HANDLING + FROZ-N-FOOD LOCKERS + ELECTRICAL OUTLET 
AND SWITCH BOXES. 
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You cau always rely ou Kaco 





© PRODUCTS ARE LISTED BY 
) ©RWRITERS LABCRATORIES, Inc. 
r ALL-STEEL EQUIPMENT INC., 800 Kensington Avenue, Aurora, Illinois 








LL-STEEL PRODUCTS 
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(GOOD REASONS 


WHY YOU SHOULD USE 


4 Southern FIXTURES 


/naaeipe ; CE OR RES 
YE. 7 E C iL RICAL DE VICES "ETL CERTIFIED, UNDERWRITERS APPROVED 
ee BES Eas aS 


J CONS STRUCTION ‘aw wise tener 


Sete 


Dee 


FIN , ky H ES DUPONT DULUX WHITE ENAMEL BAKED AT 300° 
CHROME AND BAKED ENAMEL TRIM. 


MA IN TE NM A NG E LAMPS AND STARTERS EASILY CHANGED WITHOUT TOOLS. 
ENTIRE FIXTURE EASILY REMOVED WITH NEW TYPE HANGER B48. 
ES. * eS eS Te trae oe Se , Re ee esses Beads 


UL. APPRO ap memos ee on ; 


PA CKING. BACH FIXTURE INDIVIDUALLY PACKED IN EXTRA STRONG CARTONS. 
anaes ARRIVE mace 
CREA ae eae Rania. aaa os pe oe eal oe 
LA 1BELS ” EACH CARTON LABELED SHOWING PHOTO OF FIXTURE, 
pnt NUMBER AND CUSTOMER ORDER tte ana 
zs eS es ee ds 


“SHIPPED FROM THE SOUTH 
LESS HANDLING, BETTER DELIVERY. 


CO S T LST PRICES ARE cette, ATTRACTIVE DISCOUNTS. 
10, WRITE FOR CATALOG AND PRICE SHEET. 


Hluoresceill 
SOUTHERN LIGHTING MFG.CO. 


ORLANDO, FLORIDA. 


Southern 


) Fy SA L ES POL ICY NEVER SOLD DIRECT TOCONSUMER. 


= 
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Provides PLUGIN OUTLETS Every Foot of the Way 


More and more industrial plants are replacing their 
costly, complex and outmoded electrical systems 
with the new, economical and flexible PLUGIN @ 
BUSDUCT system. 

By providing convenient Plugin outlets every foot 
of the way, Plugin @ Busduct makes it possible to 
move and relocate machinery at will... eliminates 
costly temporary connections and long, expensive 
lead-ins... greatly reduces maintenance costs... 
and saves thousands of man hours normally lost 
each year. 

You'll find this economical, flexible system of 
power and light distribution helps speed produc- 


tion by providing a Plugin outlet within convenient 
radius of your needs... always. 

Available in standard 10-foot lengths in capaci- 
ties from 250 to 1000 amps. for 575 volts AC or 
less, with multiple outlets for any of the following 
Plugin Units: 

SHUTLBRAK—for quick make and break, 
heavy-duty operations; @ KLAMPSWITCHFUZ— 
splendid for disconnect service; and CIRCUIT 
BREAKER—for automatic, thermal-magnetic over- 
load protection. 

For further details, write for our new Bul- 
letin No. 701. 


Frank etdam Electric Co. 


ST. LOUIS 3, MISSOURI 


_ Makers of BUSDUCT © PANELBOARDS * SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES * LOAD CENTERS © QUIKHETER 
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New Yr 


As we stand on the thres- 
hold of a New Year... and 
hopefully contemplate its chal- 
lenge to happiness and success... 
we are mindful of all the pleasures 
we have been privileged to share... 
with our friends, distributors, and users 
of “Super-Vision” Mobiliers...and of the 
prominent part all of you have played...in 
our success...and in the development of our 
product. To you...our friends...we dedicate 
our plans for 1948...the efforts, achievements 


oS and advancements . . . that comprise our blue- 
é‘ » print for a Brighter and Happier New Year. 


MOBILITE, wc. 


Manufacturers of Fluorescent Lighting 
Jersey City 6, N. J. 
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INADEQUATE WIRING, the industrial jinx, upsets the best 
of calculations—the most thorough planning. 

Production quotas are a fiction, the most modern ma- 
chines are inefficient, the best of workmen are frustrated 
when overtaxed, over-extended obsolete wiring can pull 
down plant efficiency 25 percent® or more. 

To get the production curve up, ask your plant power 
engineer, your consulting engineer, electrical contractor 
or utility power salesman to put this demon out. Action 
now may save shutdowns and costly alterations later. 


























*WIRE AHEAD, a new booklet discussing 
Preventive maintenance ...the symptoms 
Of inadequate wiring... and presenting 
Plans for anticipating electrical demand, is 
now cvailable on request. Address Adver- 


wourA ANACONDA WIRE AND CABLE COMPANY 


from 1 * to consumer 


' rar One 
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Simple things, CROSS ARM BRACES, just a strip of flat steel with 
a hole punched in each end, but most important to a pole line. 
Hubbard Braces are fabricated from the best, new, open-hearth steel 
and all corners are rounded to protect linemen from sharp projections. 
For the engineer who wishes additional strength on the compression 
side of the arm, the ribbed brace is provided and offers approxi- 
mately 25% added protection. 


HUBBARD ANGLE CROSS ARM BRACES, for heavy 
construction, are supplied in a range of spreads and drops 
to meet the requirements of any standard construction 
Angle size runs from 11% to 2-inches. At the pole attachment 
hole, the angle is so formed that wrench clearance is pro 
vided. Attachment is by ®,-inch Machine Bolt at the pole 
and 14-inch Carriage Bolts at the arm. 


DRIVE POINT MACHINE OR CROSS ARM BOLTS are roll- 
threaded to provide a ‘‘finger-fit'’’ for the full length of the thread. 
The “Drive Point" feature enables the bolt to be used as a drift pin 
for the alignment of holes slightly off center. This operation must be 
carried out with caution so as not to injure the threads. “Drive Point’ 
also facilitates the application of nuts and allows bolts to be driven 
out of the pole for reclamation without injury to the threaded end. 
The major portion of Hubbard bolts of all types have this feature. 


HUBEYE BOLTS are furnished for attachments of any 
kind where a thimble would normally be used. The eye of 
the bolt is drop-forged to a shape which provides a perfect 
“built in’? thimble. Strand may be looped around the 
Hubeye with complete protection. Side walls of the eye 
retain the roundness of the strand. There is no possibility 
of kinks or strains at the loop. Hubeyes are a thoroughly 


tried and proven product. 


STANDARD HUBBARD OVAL-EYE BOLTS are an old line 
item still much used in many sections. Hubbard Eye Bolts are all 
drop-forged with an eye that is stronger than the shaft of the bolt. 
Made from the best, new, open-hearth steel and Hubbard Double- 


Dip Hot Galvanized. 





HUBBARD FLAT AND RIBBED 
CROSS ARM BRACES 


ay 


SS A 
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HUBBARD ANGLE CROSS ARM BRACE 








HUBBARD DRIVE-POINT 
CROSS ARM OR MACHINE BOLT 





HUBEYE DRIVE-POINT BOLT 





PAdat ety eta UT RPANT PNUD ACEO E aE 


HUBBARD OVAL-EYE 
DRIVE-POINT BOLT 


HUBBARD **> COMPANY 


PITTSBURGH 


CHICAGO ——= 


OAKLAND 
CALIF. 
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Attic Fans 


ADE MARK 
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NO OTHER ATTIC FAN offers all of the quality fea- 
tures found in Coolair Attic Fans. Built by the pioneer 
manufacturer, Coolair Fans and “Breeze Conditioning” 
equipment are the product of precision manufacture. 
Greater satisfaction is guaranteed because of a longer 
life of quiet, economical and trouble-free operation. 


BIGGER PROFITS are in store for the dealer who 
sells Coolair Breeze Conditioning exclusively. The 
good will of Coolair customers is a tremendous asset 
to his business...his sales job is made easier for 
other products and many new prospects will come into 
his store. 


DEALER TRAINING, pioneered by Coolair, makes it 
easy for dealers to do a better job for their customers. 
Authorized Coolair Dealers receive factory-supervised 
training in all phases of selling, installing and servicing 
of Breeze Conditioning units. For further information, 
see your Coolair Distributor at once. ..see for yourself 
how easy it is to take advantage of the profit oppor- 
tunities inherent in the COOLAIR line. 





A full description of the Coolair line, with 

tables showing models, dimensions, perform- 

ance data, etc. can be found in 

SWEET’S CATALOG SWEET’S CATALOG 
‘ILE FILE 


Architectural For Builders 


A.S.H.V.E. GUIDE ELECTRICAL BUYERS 
REFERENCE 











3604 MAYFLOWER ST., JACKSONVILLE 3, FLORIDA 
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1. CIVE IMMEDIATE DELIVERY 
2. GIVE THE VERY BEST 


For Plates, Chrome, Brass, and Aluminum 
—any combination up to and includi 
Five (5) Gang. Your choice can be on 
D&M. D&M Plates are precision-b: 
of the finest materials with none of 
after affects of chipping, cracking, 
breaking, therefore, a Happy Custom 
Makes a Happy Contractor. 


NOW AVAILABLE FOR’ IMMEDIATE 
DELIVERY — HIGH GRADE T-SLOT 
DUPLEX RECEPTACLES IN BROWN OR 
IVORY. 


Write today for full details and prices. 


EM. 


MANUFACTURING COMPAN\ 


* INCORPORATED * 


Largest Manufacturers of Finishing Plates in the World 


SALES OFFICE: 80 WEST PEACHTREE PLACE, N.W., ATLANTA, GA 
PLANT AT MARIETTA, GEORGIA 


WATCH THIS SPACE FOR ANNOUNCEMENT OF NEW ITEMS 
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LIGHTING TOMORROW'S STORES 


GRESS in the art of merchandis- 
is converted the store of tomor 
nto a sales machine, with every 
e of the store judged by its 
bution to sales. In such a store 
ng has a featured role. 

outstanding example of such a 
is The Mayfair, in Dallas, Tex- 
here fine merchandise is _pre- 
| against a background of bright- 
ind color; where cach depart- 


By W. E. Folsom 


ment has been planned carefully to 
provide the most advantageous dis- 
play of merchandise under conditions 
of light that promote sales. 

Upon entering the store one is con- 
scious, first, of blouses, hats, purses, 
gloves and other stylish accessories. 
An attractive and pleasing atmos- 


phere derives from lighting cleverly 
arranged as the accompaniment of a 
stage setting. Color is used effec- 
tively in co-ordination with the light- 
ing. Walls of turquoise, ceiling of 
pink, domes of white light—all are 
unobtrusive because of the “accents” 
of light on the items for sale. Fifty 
to 80 foot-lamberts from the mer- 
chandise (except on dark materials ) ; 
5 to 20 from the background. 


An irregularly shaped cove, concealed indirect lighting on 
the walls, and 200-watt accent lights give Mayfair’s millinery 
department an atmosphere of distinction. 
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The first floor has three centra] 
domes, cove lighted by white tubing 
in a ceiling of pink. Louvered 
cessed downlights provide effec 
highlights. And fluorescent-lig] 
cases temptingly reveal items of v 
ing apparel. 

The lighting does not have a 
mon intensity level throughout 
area, but high contrasts dramatiz« 
goods on display. The mercha 
takes the stage. There is a unit 
plan. Wall cases feature ense1 
as separate items, giving accent 
group of related articles. 

Upper cases are lighted by 
sed, louvered 150-watt  refle 
Case cornices, concealing fluor 
tubing, serve a dual purpose of 
ing colorful suits and dresses 
cases below, and providing a 
ponent of “up” lighting, which 
an area of brightness at eye 

where it is effective as a pl 
Recognizing that light makes an important contr: bution to background glow. 
sales, the designers of Mayfair s lighting mare carefully ip 2 
avoided the even lighting intensity once considered desirable. ge 5 
Instead, they have sought contrasts in lighting intensity that second floor. Two continuous 
accent the merchandise’s features and help to make sales. of louver-bottomed, ceiling-moi 
U RC luminaires with 4500-de 


40-watt fluorescent lamps, su 
mented by 300-watt downlights, 
vide an average of 75 foot-cai 
The color scheme is tan, lave 
and blue with an ivory ceiling 
upward component of the case 

is reflected by an unusual wave 
ed, white plaster reflector, curvin 
to the room. This floor is d ( 
to ladies ready-to-wear. Striking 
reveaied at the front of the ro 

a bridal figure, silhouetted agai 








Mr. Folsom is illuminating engineer 
for the Dallas Power and Light Com- 
pany, Dallas, Texas. 








(Above) Silhouetted against a_ back- 
ground of diffused natural light and 
highlighted by reflector spots concealed 
in a ring-shaped fixture, a bridal figure 
dominates the second floor. 


(Right) Brightly lighted and_ colorful 

wall display niches border the shoe sec- 

tion which is lighted by recessed mirrored 

glass reflectors with glue-chipped cover 
glasses. 





(Right) a cloud with scalloped edges, 
lighted as a cove, is a striking motif in 


the children’s department. Eye-level 

brightness and case lighting are sup- 

plied from tubular lamps concealed in 
a trough, 


kground of subdued and diffused 

iral light (in day time, of course) 

| accented by a cluster of reflector 
ps, concealed by a ring-shaped 

fixture. The building is win 
vless except for one central day- 

t opening on each floor. 

Mirrors spaced at intervals around 
wall are set against a background 

rectly lighted with 3500-degrce 
rescent lamps. 

\ colorful “question mark’’ shaped 
- department surrounds a modern 
salon. The shoe section is fin 
d in pale green and reds. There 
touches of gray and reddish gray. 

Illumination in this sales area is 
ided by recessed 200-watt mir 
d glass reflectors with glue-chip 

| cover glasses. The intensity is 
foot-candles. Background wall 
es supply a colorful atmosphere to 

imatize the latest in ladies shoes. 

[he hat section is of irregular 

pe (appropriately), and while be- 

, part of the same floor, stands 

it by individual treatment. A 

iting ceiling of dark tan with mul 
lored spots, is crowned by a dou- 
cove with 40-watt fluorescent 

mps. This suspended band of ceil- 

g carries downlights to accent hats 

splayed on figures standing on the 

row dividing cases which are of 
ond wood. A companion section 


suspended ceiling adjoins the right 
(Continued on page 86) 
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(Above) Downlights on suits and dresses 

and “up” lights from concealed fluores- 

cent lamps on a_ wave-shaped plaster 

background supply cye-level brightness 
and merchandise accents. 


(Left) Continuous rows of louvered 

fluorescent fixtures and 300-watt down- 

lights provide general illumination for 
the second floor. 


BLACK MARKET BLUES 


Black market sales by opportunists 
lose prestige and profit for dealers 


Scene: An attractive electrical ap- 
pliance store located somewhere in 
the South. Displayed material, signs, 
etc., indicate that the store is an 
authorized outlet for “X—Brand” 
major appliances. 

Tre: Latter part of 1947 

Cuaracters: The dealer and one 
of his good customers, who has been 
on his waiting list for some time 
for an X—Brand clectrical refrigera- 
tor. 

* * Bd 

Mr. Deater: How do you do, 
Mrs. Customer? I’m glad you drop- 
ped by. I have just received in- 
formation that we will soon receive 
another shipment of refrigerators. 
Your name is now practically at the 
top of our list, so you will certain- 
ly get your refrigerator in this ship 
ment. 

Mrs. Customer: That’s what I 
wanted to talk to you about. I’ve 
got a refrigerator now, so you can 
take my name off your list. I’m 
awfully sorry, but I just couldn’t 
wait any longer. 

Mr. Deater: I’m glad to know 
that you found one. Still, I believe 
vou would have been well justified 


in waiting for an X—Brand—it has 
so many outstanding features, and. . . 

Mrs. CustoMEer: Well, as a mat- 
ter of fact, the refrigerator I bought 
is an X—Brand. I got it at that 
new store, the M— C— Equipment 
Company. I guess the price must 
have been increased since I talked 
with you, for they charged me $75.00 
more than you said it would cost. 

Mr. Dratrr: No, Mrs. Custo- 
mer, the price hasn’t been increased. 
It’s still the same. ‘The company 
vou bought from is not an authorized 
dealer for X—Brand appliances. 
They are buying appliances at near- 
ly retail prices from dealers in the 
East and Midwest and are bringing 
the cquipment down here where 
there is a greater demand for it. They 
sell it at prices considerably above 
the established retail prices. 

Mrs. Customer: Well, — that 
seems unfair! Here you are, an au- 
thorized dealer of the X—Brand 
Company with no appliances to sell. 
And vet an unauthorized dealer down 


Southern dealers recognize that shortages of sieel and 
fractional horsepower motors will limit the appliances 


available to them, but 


find it difficult to under- 


stand a distribution basis which permits an unfranchised 
dealer to transport appliances hundreds of miles into their 


the street has a floor full of apy 
ances. I don’t understand it. O 
would think that the manufactur 
had better control over their pr 
ucts. As a result of this situati 
I’ve paid $75.00 more than I shor 
have! 

Tus SCENE illustrates, in 51 
stance, a serious problem fac 
southern and southwestern appliai 
dealers. ‘The words may vary, 
the facts remain the same. For w 
of a better description, these sa 
have been dubbed “black mark¢ 
Southern dealers are complain 
about the situation and are ask 
what can be done to eliminate t 
practice, which is not only tak 
sales from franchised dealers, but 
also damaging their prestige, si 
customers take notice of the fact t 
the franchised dealer has little n 
chandise to sell while the “unf 
chised” dealer has a floor full- 
premium priccs! 

Manufacturers of clectrical 


territory for resale at premium prices. 
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Unprecedented Increase in Number of Wired 
Homes in the South Booms Appliance Sales 


















NEW ENGLAND STATES 




















number or resi- 10.7 Yo MIDDLE ATLANTIC STATES 


tial and rural 
el. ctrie customers in 
the South, as of Jan. 
|. 1947, had reached 
= 16.0 % EAST NO. CENTRAL STATES 
% in the = six 
rs since Jan. 1, 
1. As the chart 
the right shows, 
a ae ee ae 20.2 % WEST NO. CENTRAL STATES 
the country had such 
ipid expansion in 
number of homes 
u-ing electrical serv- 
i Thousands of 
se new electric 27.0 % MOUNTAIN STATES 
tomers were con- 
ted during the 
- years when prac- 
illy ee 
avai e, ne 
és Besos 25.6 Yo PACIFIC STATES 
nendous demand 
home appliances 
in the South. 
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s admit that this practice is un to 50 per cent above established re Here are the figures, based on sta- 
to their authorized dealers and tail prices are taking place principal- tistical reports of the Edison Elec- 
iy of them have taken some steps ly in the Southeast and Southwest. tric Institute: 
urb this practice. Thev have ad- And, for the most part, the appli The number of residential and 
tised retail prices in areas where ances that are being sold in the rural customers in 16 Southern and 
k market sales were taking place, South at “black market” prices are Southwestern states increased from 
ing that the prospective buyer being hauled in by trucks from the 4,910,878 as of January, 1941, to 6,- 
ild refuse to pay the higher prices Fast and Midwest. 962,867 in January, 1947. The net 
d by the unauthorized dealers. Al- Most of the manufacturers, in an increase in customers during this six- 
many of them have carefully cffort to distribute appliances equita vear period was 2,051,989—an_in- 
d serial numbers of appliances bly, are allocating appliances to crease of 41.7 per cent! 
. in some instances, have cancel wholesale distributors on a basis of During the same six-year period, 
the franchises of dealers. 1940-41 sales, modified to some ex the number of residential and rural 
he condition that makes possible tent by a factor that gives considera- customers in other parts of the coun- 
“black market” sale of appliances tion to the buying power in each try increased at a much slower rate: 
i basic shortage of appliances and trade area. The facts indicate that 
zcographical distribution of appli- this system has not given proper re New England states 12.7% 
eS that does not give proper con- cognition to the rapidly increasing Middle Atlantic states 10.7% 
eration to the existing demand Southern electrical market. ‘The sub Ses We. Cental deten 16.0% 
_ appliances. _ Surveys indicate that stantial increase in the number of West No. Central states 20.2% 
though considerable merchandise rew clectrical customers in the South Mountain states 27.0% 
shifting from one dealer to another in the last few years has created a Backfile states 25.6% 
other parts of the country,+ at relative demand for appliances in this Sesth and Gentine 41.7% 
ghtly less than retail prices, the area that is not matched in other . 
les at “black market” prices of 20 parts of the country. (Continued on page 84) 
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NELLING ADEQUITE WRK 


THOSE OF us who have been pro 
moting adequate wiring for the past 
several years know that we had suc- 
cessfully sold the program to the 
architects, builders, electrical con- 
tractors and, in a general way, to the 
consumer or public. But it appears 
that a majority of the work we did in 
selling and educating the public be- 
fore the war has vanished in thin 
air. Today everything has to be 
sold. 

It has been our experience in past 
months, and continues to be today, 
that we must again go out to these 
groups and re-sell the adequate wiring 
story. To be sure, we are confront- 
ed with many problems today. The 
Chattanooga Electric League is one 
of the smaller Leagues. However, 
our problems parallel the problems 
of the larger Leagues which have 
been, and are today, selling the cer- 
tified wiring idea. 

We in Chattanooga have known 
for a long time that the consumer 
wants complete electric service. We 
believe that we have sold this idea 
very well in our section. In Chat- 
tanooga, when we speak of the all- 
electric home, we think of a house 
equipped with, first of all, a complete 
adequate wiring installation, electric 
range, water heater, refrigerator, laun 
dry equipment, a dishwasher, disposal 
unit, electric heating, and good light- 
ing. 

Before the war, we promoted this 
all-electric house program by news- 
paper advertising, the use of promin- 
ent, well-lighted billboards, various 
types of hand-out material, radio 
spot announcements, and group meet- 
ings of every description. But four 
years of war did away with all of our 
past promotion and educational work, 
and today we find ourselves in the 
position again of actually having to 
sell the certification program. We 
were one of the first Electric Leagues 
in the country to make application 
to the National Adequate Wiring 
Bureau for a license to again go into 
the certification business. 


Adapted from an ‘address before 
the 12th annual conference of the 
International Asso¢iation of Electrical 
Leagues, St. Louis, Mo. 
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By P. J. McMillan 


Secretary, Electric League 
of Chattanooga, Tenn. 


The first problem that had to be 
overcome was the shortage of wire 
and wiring devices. Many items are 
still hard to get in our area. 

Another problem that has given 
us real concern, and made our job 
more difficult, was the skyrocketing 
prices for electrical work. Labor and 
materials increased to a figure that 
caused the consumer and the build- 
ing contractor grave concern. To be 
sure, we were able to get some of 
the contractors to install a good wir- 
ing job, and we were able to certify 
quite a number, but we were greatly 
discouraged in seeing numbers of new 
homes being built by contractors 
who had previously becn doing ex- 
cellent wiring jobs, but were now put- 
ting in inferior installations. We 
know that the people who are buy- 
ing new houses—and, for that matter, 
those who are buying old houses— 
continue to desire to own all-electric 
homes, which, of course, include a 
good wiring installation, but they are 
balking at the high prices they must 
pay. 

Our Electric League is trying to 
help solve this problem as far as the 
consumer is concerned by re-educat- 
ing him on the value of adequate 
wiring. This means that we must 
show and prove to the consumer that 
he can afford to pay more for a home 
with a better wiring installation—a 


home that is wired so that he 

use all of the many appliances 
will want to use. We are doing | 
In numerous ways. 

We are using an intensive nev 
paper advertising program, large 
luminated billboards located in ev 
section of the city, imprinted ek 
tric light bills going out to the « 
tomers every month, prominent sh 
windows -at our utility headquart: 
and the showrooms of electric de 
ers and electrical contractors. We 
are going into the schools of o 
city and county before PTA grou 
home economics classes, commun 
meetings, civic groups, etc., telling 
the story of the all-electric home a 
adequate wiring. We are still using 
the Walt Disney film “The Dawn of 
a New Day.” We recently purchased 
“Singing Wires’—a wonderful film 


in promoting the electrical idea 


rural sections. We are also using 
the NEMA “Go All-Electric” mailing 
program in our rural mailing area { 
combat LP gas competition. We are 
offering the consumer help in kit- 
chen planning, wiring, layouts, and 
electric heating layouts. 

After several months of real work, 
this program is bearing fruit. Many 
of the architects and building con 
tractors are bringing their plans to us 
for help in laying out kitchen wir 
ing and, especially, electric heating 
When the architect brings the plans 
in for an electric heating layout, of 
course, we see to it that a good wi 
ing job is on the plan. All of thes 
methods are fundamental in promo! 
ing the idea, and we have not found 
a better way of doing it. 

Our League has always had a policy 
of co-operating very closely with o 
building contractors. Like the co1 
tractors in other sections, we ha\ 
some who co-operate with us mo 
than others. Many of them are hon 
estly trying to provide good, livab! 
homes at the lowest possible cost 
These builders throughout the yea 
have made a reputation for then 
selves as being men who were i 
terested in building good homes 
Their problem of trying to furnish 
low cost housing has been a real one 
The FHA people in Chattanoog2 
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have for months been trying to get 
gur contractors to build low cost 
housing for veterans, but with in- 
sed prices for materials and labor, 
contractors have had to have 
y help possible to make any head- 
at ail in this direction. We are 
ug several things which we believe 
making their problems easier. 
|) We are helping him with 
wiring layout, kitchen layout, and 
ting problem. 
2) We are subsidizing the cost 
circuit breakers and main line 
tches which is a portion of his 
ng cost. 

In every group 
ch a contractor builds, 
e is certified wiring, we are hold- 
open house, furnishing signs, 
l-out materials, and pointing out 
us features of his house. For in- 
ice, in one of our all-electric sub 
sions, we furnished a large, il- 
inated billboard which was of 
t help in getting over the story 
the type house this particular con- 
tor had built. 


) We are making every effort 


of houses 
where 


These are the first of some 400 houses to be built by 
the G. W. Bagwell building firm. These houses will be 
completely electric, each house being wired for a range, 


to re-educate our contractors on the 
idea that it is folly to eliminate any 
part of the wiring job in houses they 
are building. We are showing the 
increased wattage in many of the elec- 
trical appliances which call for heavier 
circuits, larger switch capacity, etc. 
Slowly, but surely we are again getting 
the thought over to the contractor 
that he cannot afford to _ install 
skimpy wiring. 

Quite a few utilities in the South 
have discontinued promotional ac- 
tivities because of overloaded distri- 
bution lines and shortages of trans- 
formers. Our utility in Chattanooga 
is having its troubles but so far has 
not discontinued any of its promo- 
tional work; as a matter of fact, the 
tempo has been stepped up in re- 
cent months. Electric house heat- 
ing is causing it quite a bit of con- 
cern. I would say that 90 per cent 
of new houses are using electric heat- 
ing. In many sections of our city, 
primary voltage is having to be step- 
ped up to take care of these heavy 
loads. 

It was said recently that the wiring 
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job needed in a fair sized home to 
provide for electric heating is getting 
to be comparable to a small com- 
merical job. This is a true state- 
ment, and our utility is realizing it 
more and more. About the only 
help we have been able to offer is 
to keep continually before our mem- 
bers the suggestion that they should 
give the utility as much advance no- 
tice as possible of their building 
plans. For instance, if the building 
contractor is planning the develop- 
ment of a subdivision calling for 
heavy electric loads, he should fur- 
nish the utility this information as 
far in advance as possible. It will 
help it to secure transformers and 
other materials that will be necded 
to furnish distribution facilities to 
take care of these loads. 

The problem of seeking expand- 
ed markets for clectrical contractors 
wholesalers and manufacturers is of 
much concern to our League in 
Chattanooga. All of the activities 
mentioned above are a help in find- 
ing new markets for this group. At 

(Continued on page 82) 


refrigerator, water heater, and house heating, according 
to national adequate wiring specifications. Mr. Bagwell 
has been greatly interested in building low cost houses. 
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SIMPLE FORMS -- 
BETTER RECORDS 


AN IMPORTANT FACTOR in Succ. Ss- 
ful handling of electrical work on a 
time and material basis is supplying 
the customer with a record of the ex- 
act materials and man-hours used. It 
follows naturally that a well-planned 
record system, combining simplicity 
with completeness, is a necessity. 

The time and material basis of 
handling electrical installation work 
is becoming more and more popuiar 
with electrical contractors. There is 
every advantage and almost a com- 
plete lack of risk for the contractor 
who performs his work on a time and 
material basis. 

That is the opinion shared by R. 
E. Libecap and C. C. Thomason, 





construction jobs. However, the 
Libecap Electric Company has found 
that often after an estimate has been 
prepared and uccepted, it is then pos- 
sible to switch the job to a time and 
material basis. By doing this when- 
ever possible, the firm has managed 
to do 70 per cent of its volume on the 
time and material basis. 

Thomason points out that the time 
material basis is of particular advan- 
tage on remodeling jobs, where there 
is no plan to follow. The customer 
has the job started on the basis of a 
general idea of what he wants done. 
As the job progresses, the customer 
thinks of a dozen to two dozen extras, 
and unforeseen changes are required. 














partners in the Libecap Electric Com- 
pany, Dallas, Texas, after nearly tcn 
years of experience with the time and 
material system. 

At the outset it should be made 
clear that this firm is not exclusively 
engaged in electrical contracting on a 
time and material basis, for a com- 
plete estimating department is main- 
tained. 

A contractor cannot ignore the esti- 
mating feature of the business for esti- 
mates are essential, particularly in new 
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Any contractor can picture the con 
fusion, says Thomason, that wouk 
result from such circumstances on an 
job which had been estimated. Bi 
on the time-material basis the custon 
et pays for all the additional time an 
all the extras—without argument. 

“Just today,” said Thomason, 
way of illustration, “one of our m« 
spent the morning on one job 
have completed. He was straighte 
ing out with the customer the m 
ter of the many extras that came 
after the estimated job was start 

“Why, on a time and mate 
basis, the customer even pays for n¢ 
essential conversation for which he 
responsible. One lady for whom 
did some work complained that « 
bill was for three hours of lab 
whereas, she had timed our man a 
he did but one hour of actual wo 

“When I explained that she 
laved our man with conversation 
bout the job, she inquired if we cha 
ed for conversation and I told h 
‘Yes,’ that we both had accepted t 
job on a time and material basis.” 

Another disadvantage of the est 
mating procedure, according to Th 
mason, is the disagreement that 
ually results after the contractor 
installed some substitute. If t! 
specific item is not available and 
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R. E. Libecap, left and C. C. Thom: 
son, are partners in the operation o! 
the Libecap Electric Company, « 
Dallas, Texas. The large trailer show 
here has saved much time for the com 
pany. The trailer is completely stocke: 
with materials and includes desk spac: 
for the district foreman. It can be lef 
at the job and _ saves _ considerab!: 
trucking time. 
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LIBECAP ELECTRIC COMPANY 


WORK ORDER 
CONTRACTING ELECTRICAL ENGINEERS 
————> 





Bureka Laboratories — 
9025 Main Street 
ORDERED By 
Mr. Brown 
e — _ eT ion 


Furnish and install labor and materials necessary for 
4 unit heatere with therncetate, and 6 B,L.M. done reflec 
tore operated by switches, 


Adove work done as instructed by Mr, Jones. 





Resale prices of materials are ob- 

tained from a national pricing serv- 

ice. Labor Summary Sheet below 

shows actual wage rate; the Sum- 

mary Sheet at right is selling price 
of the man-hours used. 





LABOR SUMMARY SHEET 


. 


JOB NO. 4009 
NAME Bureka Laboratcries Oe Senna ae 
ADDRESS 


NAME 7° 8,9 10 t 12:17 14.18/16/17 18 19.2 





LIBECAP ELECTRIC COMPANY 


MATERIAL RECORD 


Recap Sheet 


Material Charged Out to Jobd 


@ #17192 | 


Record Sheet # 17192 
O80E 10/-9 p.» 


Lese Credit for Material Returned 


_ Record Sheet # 17195 
: Bet Material Used 
,_Blus Labor as per Attached Re-ort 


Total Invoice 


These simple forms are all that are 
needed for accurate handling of cost- 
plus jobs. Each form is printed on 
different color paper for easy iden- 
tification. Customers appreciate the 





complete data given in the invoice. 
The upper part of invoice shows the 
materiai charged out, totaling $174.08. 
The lower part of invoice shows the 
part of material returned to stock, 
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priced at $28.86, leaving a net cost 
of materials of $145.22. Several copies 
of each form are issued to facilitate 
bookkeeping, etc. Forms are all 8% 
by 11 inches. 
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less expensive item is installed, then 
the customer wants credit for the dif- 
ference. But if the substitute is more 
expensive, the custom<r usually con- 
tends the fault lies with the contrac- 
tor, and that the contractor should 
abide by his estimate, regardless of 
additional cost. 

“The biggest risk involved in going 
by the estimate,” Thomason adds, 
“is the risk of overlooking some cost- 
ly feature of the job. It is always a 
risk to go by estimate unless you go 
into the job thoroughly, even tcaring 
into the building, perhaps, in the case 
of a remodeling job. Such an accu- 
rate estimate is expensive for the con- 
tractor, because the customer does 
not pay for that estimating time. 

“On the other hand, the customer 
generally gives hearty approval to the 
time and material procedure, evcn 
though he pays for the time necessary 
to ‘size up’ the job. 

“When we take a job on a time 
and material basis, we send the dis- 
trict foreman to that job the day be- 
fore work is to begin. The foreman 
looks the job over, determines proce- 
dure for the next morning and makes 
up his list of materials. 

“This actually saves money for the 
customer because, for one thing, it 
avoids sending a full crew to the job 
green. When the crew gets therc, 
the foreman puts them to work at 
once and the job moves faster. And 
the foreman’s preliminary investiga- 
tion takes less time, for which the 
customer pays, for obvious reasons. 
One hour of one man’s time is, clear- 
ly, less expensive than one hour of 
time for three or four men.” 


How the System Works 


Jobs in the Libecap Electric Com- 
pany originate in Thomason’s office, 
where he keeps a master list of all 
jobs awaiting attention. Some of 
these jobs can be undertaken at any 
time for the customer is in no hurry; 
others are rush; and still others are 
also rush, but are held up for the ar- 
rival of material. 

When, for any of these reasons, a 
job comes up in its turn, the com- 
pany’s work order is issued to one of 
four job foremen. Each of the four 
foremen has a section of Dallas and 
supervises all company jobs in his ter- 
ritory. 

As previously indicated, the work 
order is issued the day before work is 
to start, so the foreman can make the 
necessary preparations. 

In the example prepared for ELxEc- 
TRICAL Soutu, and shown in the ac- 
companying illustrations, a complete 
set of forms as used by the firm are 
made out, using the name of an 
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Money Back) 
GARANTEE 


\F NOT 
COMPLETELY 
SATISFIED 


**He says he knows he won’t be com- 
pletely satisfied—he never is—so 
he wants 20% off right away.’ 


imaginary customer and a theoretical 
job. In this case the original work 
order as issued by Thomason contains 
only 30 words. 

Taking this work order, the district 
foreman examines the job and com- 
piles his material list. To save time, 
he telephones his list to the shop fore- 
man, giving the shop foreman instruc- 
tions as to what time the material is 
to be at the job. 

The Libecap Electric Company 
maintains a panel truck that is in 
constant service shuttling materials 
to a job or additional material to a 
job in progress, and there is no ques- 
tion but that the district foreman 
will receive his order at the appointed 
time next morning. 

When material is delivered to a job, 
the district foreman checks it, and, if 
his requisition is in order, he signs a 
delivery ticket, which is merely a 
“material record,” and which serves 
as the shop’s record of material re- 
quisitioned. 

From this point on, there are but 
two forms about which the district 
foreman concerns himself, namely, 
the work order and the material re- 
cord. 

On the reverse side of the work or- 
der is a “labor summary sheet” upon 
which the foreman indicates the time 
invested in the job by various crew 
members. And as material goes into 
the job, the shop foreman records this 
material on the pink “material rec- 
ord,” which is signed as received by 
the job foreman. If the job foreman’s 
estimate of material needed has been 
“long,” then the job foreman com- 
pletes another pink “material record,” 
returning it with the unused material 
to the shop. This record is marked 
“credit” and is signed by the shop 


foreman to show that the material 
came back from that customer’s job 

That is all as far as the district fore 
man and his men are concerned 
While they move on to another job 
the office staff accumulates the “work 
order,” “labor summary sheet” anc 
“material records.” A recap of bot 
material and time is prepared, with 
nationally recognized pricing servic 
as a guide on material prices. 

From this information the custom 
er is billed, and the customer get 
complete copies of all material us¢ 
or returned, as shown by the “materi: 
records,” plus an itemized stateme: 
of time consumed on the job. 

Once installed, this system 
forms, that employs various colors 
paper for quick and easy recognitio1 
is simplicity itself. And althous 
these partners believe that reprodu 
tion here of these forms, with a bri 
explanation of their use, will give 
contractor a basic understanding 
the system, they recommend that 
contractor employ experts to inst 
and thoroughly explain the system’ 
workings, if the contractor conte1 
plates a shift to the time and mater 
basis. For each contractor, becau 
of conditions within his busines 
might require a svstem patterned { 
his particular use. 

In addition to the “paper work 
feature of the time and material bas 
as used by the Libecap Electric Cor 
pany, two other features should 
ceive consideration. 

One is a heavy trailer pictured her 
especially designed for a contractor 
use. It is equipped with a roug 
desk for the district foreman and b 
for certain materials. It can be con 
pletely loaded with materials for a j 
of long duration and can be mov 
directly to the job location, thus sa 
ing delivery truck travel and offerin; 
the additional advantage of securit 
for materials. It was built to specif 
cations drawn up by the partners. 

The other feature of this busine 
is a complete automotive shop wh 
Libecap Electric Company trucks a 
maintained and even overhauled con 
pletely. W. W. Barrow, a skille 
automotive mechanic, has recent] 
overhauled five company trucks, whilc 
also maintaining other company rol! 
ing stock. In addition, he cares fo 
tools and heavy equipment, keeping 
such equipment clean and in repaii 

“I wouldn’t say that the automotive 
shop actually saves us much mone} 
on truck maintenance,” Thomaso1 
commented, “although, in a way, it 
does. For we get better work and, 
therefore, more for our money, by 
having our own mechanic and our 
own shop.” 
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0 Koor-Uanozes! 


.EQUIREMENTS for artificial light- 
of 30 foot-candles now effective 
ic state of Florida and in the city 
sirmingham, Alabama, are mile- 
s on the road of progress in 
1 lighting in the South. 
rmingham has the distinction of 
ming the first major city in the 
itry to adopt a policy that will 
de a minimum of 30 foot-candles 
ery classroom. <A bond issue of 
$7,000,000, voted in December, 1945, 
ided sufficient funds to relight 
one of the city’s 1500 
ns in 43 white and 27 Negro 
Is. The relighting program has 
ied the halfway point, with some 
0 fluorescent fixtures installed or 
for installation. The complete 
ct will require a total of 18,000 


class- 


1 Florida, the work of several in- 
ted groups, spearheaded by Dr. 
|. J. Coleman, director, Prevention 
Blindness, Florida Council for the 
Blind, has been climaxed by the adop- 
of a set of school lighting specifi- 
ms for the state which require a 
mum sustained level of artificial 
nination of 30 foot-candles on 
tops. 

he new specification reads “Light- 
in all classrooms, studyhalls, and 
ries, shall be ample in amount for 
il task, glare-free, well diffused, 
distributed, steady, and of a spec- 
omposition which is pleasant and 

d to its purpose.” 


Other Factors Covered 


addition to requiring the min- 
m of 30 foot-candles, the new 
Florida specifications require: “Light- 
fixtures shall be of two light 40- 
vatt fluorescent direct-indirect type 
led in continuous rows and sus- 
led approximately 24 inchcs from 
ceiling. Each fixture shall be so 
tructed that bare lamps are well 
Ided by properly designed louvers 
‘lass diffusers. Each fixture shall 
be Electrical Testing Laboratories ap- 
proved with high power factor, two- 
lamp ballast and no-blink type start- 
ers. Minimum fixture efficiency, 70 
per cent.” : 
_ Recognizing that adequate ‘light- 
ing is frequently dependent upon ade- 
quate wiring and proper voltage regu- 


ELECTRICA 





New milestones of progress in school 
lighting are established in the South 


lation, the specifications further re- 
quire: “All wiring shall be installed 
in accordance with practice of Nation- 
al Electrical Code as approved by the 
American Standards Association and 
the National Board of Fire Under- 
writers, together with local codes. In 
all cases the maximum allowable volt- 
age drop from panel board to the end 
of the longest run of wire in a branch 
circuit when fully loaded shall not 
exceed 3 per cent. Feeder circuits 
shall not exceed 1 per cent voltage 
drop. Each row of lighting fixtures 
are to be controlled by separate wall 
switches.” 

A factor that has often been neg- 
lected in school rooms, the painting 
and interior finish, is fully covered 
in the Florida School Lighting Speci- 
fications. Minimum reflection factors 
and definite colors are specified for 
the various components that make 
up the interior finish. 

Dr. Coleman, the colorful person- 
ality largely responsible for adoption 
of the 30 foot-candle level for Flor- 
ida schools, is making a valuable con- 
tribution to school lighting through 
his lectures before lighting engineers 
and civic bodies. He has appeared 
before groups in most of the south- 
eastern statcs as well as on technical 





Dr. L. J. Coleman 


programs of the Illuminating Engi- 
neering Socicty and local lighting or- 
ganizations. 

A native of France, and a graduate 
of Universities of Berlin, Rome and 
Paris, Dr. Coleman was for many 
years an outstanding plastic surgeon 
and maintained his own hospital in 
Paris. He attained considerable pro- 
minence as a lecturer and speaker, 
and addressed audiences all over Eu- 
rope in many languages. 

Immediately prior to joining the 
staff of the Florida Council for the 
Blind, he served in the Southwest 
Pacific as Field Director for the Am- 
erican Red Cross. Also at the height 
of the war period, he traveled exten- 
sively as a representative of the Uni- 
ted States Treasury Department, 
speaking on War Bond drives for 
which he received two citations from 
the Treasury Department. Dr. Cole- 
man is a member of the Illuminating 
Engincering Society of America and a 
member of its School Lighting Com- 
mittee. 


Birmingham Job Outstanding 


The complete relighting of the 
Birmingham schools is particularly re- 
markable in vicw of the fact that 
Birmingham is located in a state 
which is one of the four lowest in 
terms of moncy spent per student for 
education. How the public was made 
sufficiently ‘light conscious’”’ to vote 
in favor of a bond issue which will 
wipe out inadequate school lighting at 
a single stroke is an interesting and 
instructive story. 

Undoubtedly, the program had its 
beginning in the better light—better 
sight program instituted by Luther 
T. Cale, commercial sales manager 
of the Birmingham Electric Com- 
pany, the electrical utility company 
which serves the city. Campaigning 
consistently, year after year, for bet- 
ter seeing conditions through better 
lighting, the promotional work of the 
utility eventually influenced members 
of the school board, Parent-Teachers 








Associations, and, especially, the vot- 
ers themselves. 

Important milestones in this pro- 
gressive selling job were talks by out- 
standing lighting experts, such as J. 
M. Ketch, of General Electric Com- 
pany’s lamp department, and the ac- 
tual equipping in 1938 of three ade- 
quately lighted ‘sight saving” rooms 
in one of the schools as a demonstra 
tion of what could be accomplished. 


Demonstration Rooms Helped 


These demonstration rooms were 
equipped with the most modern light- 
ing equipment by contributions from 
parent-teachers groups, special din- 
ners, collections of wastepaper by stu- 
dents, and so on. ‘They were a “labor 
of love,” and they produccd the de- 
sired results. So thoroughly had the 
job been done of educating the pub- 
lic to the urgent need for better light- 
ing in its schools, the people voted 
the necessary funds by a margin of 3 
to 1, in a bond election held in 1945. 
Shortages made it impossible to carry 
out the entire program in a single 
year, but, as mentioned before, good 
progress is being made with the pro- 
gram now at about the halfway mark. 

Relighting the existing structures 
means re-wiring in practically every 


The lighting in this Birmingham, 
Alabama, classroom is the standard 
set for all classrooms in a program 
that is now more than half com- 
pleted. More than 18,000 Wake- 
field Grenadier fluorescent fix- 
tures will be installed. The 30 foot- 
candle standard is a tremendous 
improvement over the lighting that 
existed in most Birmingham class- 
rooms before the relighting pro- 
gram was undertaken. 


case. Conduits buried in concrcte 
and carrying two No. 14 wires were 
the standard, when most of the build- 


ings were built. Rewired, the half- 


inch conduits will carry 8 No. 12 


type “T” wires, synthetically insu- 
lated, providing additional wiring in 
the future for added :mprovements. 
Each circuit has a 15 ampere capacity, 
and each floor is getting its own dis- 
tribution panel. Present practice calls 
for an average of 12 lighting units to 
a room. 

Not only are the lighting levels in- 
creased, but old, dark brown, high 
wainscotting has been painted soft 
olive green. Drab side walls are 
rapidly changed to a glowing light 
pastel green, and ceilings seem almost 
luminescent in their new off-white 
dress. 

It is natural that the local Cham- 


ber of Commerce has followed 

progress of the lighting developm 
with unusual interest because of 

civic responsibility, and becaus« 

went all-out for the school impro 
ments when the bond issue was p 
ented. <A letter from Ervin Jack 

president, to William Rogers, pz 
ident of Birmingham Electric (¢ 
earlier this year sums up what Bir 
ingham in general is thinking, n 
that it has had time to see what 

“for” votes are buying: 

“Inquiries on my part have 
closed a city-wide acclaim in th 
schools where the relighting prog: 
has been completed. The improv 
atmosphere has already made _ its 
noticed in better moral of teach 
and students, increased alertness, a 
less eye fatigue. It makes me es] 
cially proud to be a citizen of tl 
first large city in the Unitcd Stat 
to install scientifically planned ligh 
ing in its school system on a ma 
scale. 

“As president of the Chamber, 
congratulate Dr. L. Frazer Banks a1 
the Board of Education for the sple: 
did foresight and real intercst the 
have shown in protecting the healt 
and eyesight of future citizens.” 
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Luminous Ceiling 
From Stock Sections 


ONE OF THE MANY new develop- 
ments in fluorescent lighting given 
its premier showing at the 2nd In- 
ternational Lighting Exposition is 
“Sky-Glo,” a luminous louver ccil- 

Through this system, it is pos- 
sible to convert the entire cciling 
into a lighting unit, with the louvers 
wctually glowing with light. 

\ccording to the manufacturers, 
Benjamin Electric Manufacturing 
Company, “Sky-Glo” is ideal for in- 

ispicious, high lighting levels in 

order of 100 to 175 foot-candles 
with extremely low brightness. The 
tem consists of standardized stock 
tions of louvers, channels, and fit- 
It affords opportunity to ob- 

at moderate cost, modern 
imlined luminous ceilings by pro- 
ing a practical way to conceal 
es, ducts, and the individual light 

fixtures. 

[he louvers are made of Vinylite. 
Having a light transmission factor of 
approximately 60%, they actually 
glow with light. Thus, a truly lum 
inous ceiling is obtained, which pro 
vides uniform, diffused and com 
fortable lighting. 

[he standardized louver sections 

fittings make layout and installa 

n extremely simple and casy. The 

nufacturer offers four sizes of 

ver sections, which make possible 

metric arrangements and provide 

le flexibility of design for various 
(Continued on page 82) 
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ATTACH WIRES ........ 


**Plug-In” Breakers 
Save Space and Time 


GREATLY IMPROVED utilization of 
space on walls and columns is a ma- 
jor feature of a new “plug-in’’ panel- 
board with thermal-(coilless) magne 
tic Multi-breakers, introduced by the 
Square D Company. Due to the 
small size of the MO4 Multi-break- 
er units, this panel affords increased 
gutter space; 5-1/2-inch gutters in 
15 inch wide panelboards. The 
narrow, column type provides twice 
the number of 


An actual photograph of a luminous ceiling constructed of stock sections 
is shown here with a room arrangement sketched in. 
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circuits previously 


“PLUG-IN” 


This 15-inch wide panelboard with 
cover removed shows how gutter 
space is increased as a result of the 
“plug-in” feature for Multi-break- 
ers. The gutters are 5!% inches wide. 


available in cabinets of similar size. 

The “Plug-in” feature of this Vv 
panelboard permits easy and spot 
removal or insertion of Multi-break- 
er units for future changes in circuit 
ratings or for additional circuits. 
These breaker units are mounted on 
silver-surfaced buss bars by means of 
positive-pressure contact jaws. 

The high-speed, coilless magnetic 
and thermal trip of the MO4 break- 
er used in this panelboard, gives ade- 
quate time lag for starting motors 
and tungsten lamp inrush currents. 
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Incentives for Salesmen 


A DOUBLE-BARRELED promotional 
plan that includes sales training on an 
intensive scale backed with an effec- 
tive incentive “profit participation”’ 
scheme is producing results for the 
Aufford-Kelley Company, Inc., of 
Miami, Florida. 

The incentive pay plan pivots on a 
monthly point-crediting system. Point 
credits stem from two sources: (1) 
length of service with the firm, and 
(2) amount of regular compensation. 
Thus, a salesman on commission or 
on salary and commission would gain 
additional credit points, as his com- 
missions increased from his aug- 
mented sales, plus seniority credits 
accumulating from his longer service 
with the firm. However, the plan ap- 
plies to all employces — office and 
service personnel, as well as salesmen. 


Mrs. Caroline Waters, full-time home economist with 
Aufford-Kelley Co., Inec., Miami, Fla., explains electric 
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Obviously, the purpose is to give the 
employee a direct interest in the com- 
pany’s success, since he or she ben- 
efits, financially, thereby. 

At the end of the calendar year, a 
certain percentage of the firm’s net 
profit is allocated for employee parti- 
cipation. And all earned points for 
the entire personnel are totaled. This 
total is divided into the allocated a- 
mount of the firm’s profits to deter- 
mine the money-value of each point. 
Then, this “point value” is multi- 
plied by cach employee’s earned 
points for the year to ascertain his or 
her “share” in dollars and cents. 

Credit on income points starts at 
a monthly compensation of $130 
with 1 credit point. For each full $10 
of additional compensation—salary or 
commission— over $130, 1/10 of one 


added point is accumulated. Thus 
Salesman A has compensation fo 
given month of $210, his point cr 
for that month would be 1.8 poi 
If his income were $209.99, the 
dit would be the same as for $2 
The monthly credit for contin 
service is 42 point—6 points per 3 

Example: If for the calendar 
of 1947, Salesman A has accumula 
30 points on his regular compe: 
tion, plus credits for his length 
service, and the determined m 
value per credit point figures 
$23.81, Salesman A would rece 
as his share of the profits, $714 
And Miss C, stenographer, havin 
credit of 17 points, will receive, as 
cash award, $404.77. 

With the beginning of each 
year, income point credits start 


range demonstration to the firm’s sales force, including 
H. H. Fookes, sales manager (extreme left). 
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INDIVIDUAL PROFIT PARTICIPATION 









Credit Record ~ Year Ending 194__ 






Dete of original employment. 












Address Phone 









Longevity Credits Carried 
over from previous years 



















Earning Bracket Occupied Each Month of Current Year 



















































Month Earning Bracket Credits Month arning Bracket Credits 
Jan; 1- 31 July 1 - 31 
Feb. 1 - 28 Aug. 1 - 31 
Mar, 1 - 31 Sept.1 - 30 
Apr. 1 = 30 Oct. 1 = 31 
May 1 - 31 Nov. 1 = 30 
June 1 - 30 Dec. 1 = 31 
This is the form 
uscd by Aufford- Recapitulation of All Monthly Credits for Current Year of 194_ 





Kelley Co., Inc., of 
Miami, to record the 
details of its ineen- 
tive pay plan for 
eniployees. A_ point 
system is used to de- 
termine the extent 
to which each em- 
ployee will  partici- 
pate in the profits 
available for distri- 
bution. Points de- 
pend on earnings re- 
ceived each month 
and length of time 
with the company. 
Salesmen who re- 
ceive large commis- 
sions get more 
points and, thus, 
participatetoa 
greater extent in the 
profits. ‘The plan 
covers all employees, 
however, except the 
principals, Afford 
and Kelley. 
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tional and experience backgrounds. 
(he applicant’s character, then, is in- 
vestigated by a commercial credit-re- 
porting agency. If the results of this 
checkup prove satisfactory, the appli- 
cant is given an aptitude test, which 
is provided and analyzed by a na- 
tionallyv-known firm, specializing in 
personnel analysis. 


’ | 
wudit’ of th 





t again but 


“seniority” credits are “A 9-months’ ‘test 
mulative from month to month, re- t 


cash awards under this plan,” 
rdless of the year. Thus, if Sales- Mr. Kelley, “seems to indicate that 
in A had a “time credit” of 4 the larger payments under the plan 
ints for 8 months’ service at the will go to the people who have 
| of 1947, at the end of 1948—still carned them. And the morale of all 
th the company—he would have personnel appears to be at peak 
umulated 10 points for length of point.” 

rvice, alone. If he leaves the firm The sales training plan put into 


reports 















fore the end of a given calendar effect by the Aufford-Kelley Com- The G-E sales training course was 
ir, all credits for that year will be pany, is a firm-wide sales training prepared in co-operation with La Salle 
{ - 2 ? - - i ‘ . . ‘ . ‘ 
iceled out. However, he will plan. This includes the General Extension University, and is serviced 






by the latter. Manuals for the course 
cover the various appliances or groups 





Electric Sales Course, “‘visual aides”’ 


ve received his extra compensation 
—movie films and slides—and com 


the previous year or years. 





"he company’s executives, accord- 


ing to Albert Kelley, firm member, 


id the printed form, on which each 
nployee’s accumulated points are re- 
ded, invaluable for determining 
w salesmen are doing and which 
laried employees are due for raises. 





petent demonstrations of the various 
appliances which the firm sells. 

To begin with, the sales personnel 
is carefully “screened.” Any appli- 
cant for a position with the company 
must fill out an application form de- 
signed to show the applicant’s educa- 
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of appliances in the G-E line. 

As an example of how the training 
course works, its first week includes a 
statement of Aufford-Kelley sales po- 
licies and objectives, the showing of 
a film which serves as an introduc- 

(Continued on page 81) 
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Pocket-Size Meter for 
Appliance Servicing 


AN ATTRACTIVE, compact, inexpen- 
sive pocket-sized ohmmeter, having a 
range of 0 to 10,000 ohms, for spot 
checking radio and electronic circuit 
components, automobile horns, relays, 
generators, starters, electric clocks and 
other electrical equipment has been 
announced by the Radio Tube Divi- 
sion of Sylvania Electric Products, 
Inc. 

The instrument has been designed 
particularly for use by servicemen as a 
pocket indicator for preliminary isola- 
tion of electrical faults, for prompt 
estimates of service charges, time re- 
quired for repairs, and other informa- 
tion essential to efficient customer 
service. 

In radio set servicing, the miniature 
ohmmeter will indicate transient or 
other faults in difficult replacements 


Selling Records 
On Free Trial 


SELLING phonograph records 
trial is an unusual practice, but H 
old Moore, of the H. E. Moore EF] 
tric Company, Grandview, Mo., | 
demonstrated that the plan is pi 
ticable—and_ profitable. 

Announcing this new service 
lovers of fine music, recently, \ 
Moore advertised: “Just telephon 
leave your record order—and the 
cords or albums you wish to | 
will be delivered to your home, 
solutely without cost, for a 
period of 2+ hours.” 

The conditions that have m 
the plan workable are (1) the or 
tuning must not be less than $5, and 
the customer must keep at least 
of the order in order to avail | 
self of this free service. The 
has brought a good response. 





including i-f transformers, 
units and audio sections; approximate 
values of individual resistors; and 
open or shorted conditions in other 
circuit components. 





Department Stores Find Merit in ‘Demonstrate to Sell” Programs 






















Above, a group of interested house- 
wives watch a Steam-O-Matic iron 
demonstration being conducted at 
Richard’s Department Store in Miami. 
This demonstration began on October 
6th, the week of the Kitchen Karnival 
conducted by Richard’s, and _ lasted 
for one month. The special demon- 
strator at Richard’s was trained by 
Jules J. Dreyfuss. Similar demonstra- 
tions are being conducted in Atlanta, 
Ga., Mobile, Ala., Birmingham, Ala., 
New Orleans, La., Memphis, Tenn., 
Jacksonville, Fla., and Tampa, Fla. 
Other principal cities in the South will 
be added at a later date to receive 
this demonstration. 
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Smart merchandisers know that 

thing sells a revolutionary product as 
well as actual demonstration. Here 
are typical scenes in southern depart- 
ment stores where customers are learn- 
ing by seeing. Below, an expert dem 
onstrates how Proctor’s Never-Lift 
iron permits “sit-down” operation. An 
unending stream of prospects saw the 
demonstration at Rich’s, in Atlanta. 
The principal advantage of “sit-down” 
: : kg ironing is the freedom from fatigue, 
ame } = ' the housewife’s worst enemy. Surveys 
have indicated that ironing is the mos! 
heartily disliked task in the home pri 
marily because of the standing and 
lifting involved. 
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of HOw SERVICE 
LEADS TO SALES 


This progressive Richmond dealer has 
built an enviable sales volume on a 
hasis of “‘inexpensive, efficient and 
mmediate service” for appliances... 


EN YEARS AGO, Harvey M. Jones 
George R. Gooding opened a 
| and modest appliance and serv 
store in a residential community 
it three miles from the zero mile 
e in downtown Richmond, Vir- 


l‘oday, Jones & Gooding is selling 

lozen leading lines of appliances, 

what practically amounts to an ap- 

ince department store, employs 25 

sons, and expects to do a $300,000 

jual volume in 1947. 

here’s a story behind it, and it 
starts with service. ‘Their present 

motion of washer sales, both auto- 
matic and otherwise, gives a few 

its as to the reasons for what is, ad- 
ttedly, their resounding success. 

The first thing a housewife in 
Richmond does, when the washing 
machine won’t work, is to dial Rich- 
mond 6-3804, give her name and ad- 
dress, and let the smoothly-operating 
Jones & Gooding service department 
do the rest. With an active major ap- 
pliance servicing crew of 1] men, us- 
ing 6 trucks, it isn’t long before the 
housewife gets the repaired washer 
back, either. 

And when the old machine finally 
gives its last gasp, what is the house- 
wife’s first thought? . . . “Why, call 
Jones & Gooding, of course!”’ 

At least that’s the way the two 
partners had it figured, and being 
servicemen themselves, they _ built 
their business on the four-square plat- 
form of good, inexpensive, efficient, 

id immediate service. 


\n efficiently organized service de- 
partment, specializing in washer serv- 
ice, and carrying a complete inventory 
of parts, is the basis of Jones & Good- 
ing’s bid for appliance sales volume. 
Yhe small appliance service depart- 
ments at top and bottom in the photos, 
bring floor traffic that must pass the 
complete demonstration facilities 
shown in the center. 












Jones, himself, is a well-known re- 
frigeration expert, and Gooding has 
plenty of experience in other ‘limes. 
Jones is presently serving as president 
of the klectrical, Radio, and Refrig 
erator Club of Richmond. 

“TI knew from the time I first went 
into business that if you did good 
service work on customer appliances 
that they would eventually be buying 
customers, too,” Jones says. ‘“‘Given 
a good appliance, adequate service will 
sell more of them than almost any 
other single factor.” 

For a number of years after thei 
first opening, their business grew un 
til they were somewhat crowded. 
Then the war came along, and they 
remained in their same quarters. But 
after the war, they made plans to 
move into the present corner location 
at the residential “Shopping Center”’ 
at 3158 West Cary Street, in Ricl 
mond. ‘The main showroom now 
measures 30 by 97 feet, with display 
windows on two sides, plus a mezza 
nine office department, and a_basc- 
ment area that is as large as the main 
showroom. 

This basement area is divided into 
a model kitchen display, a large and 
complete parts department, and the 
small appliance service department. 

This new store was opened in Oc- 
tober, 1946, in a thriving residential 
shopping center that contains plenty 
of parking space, and, also, two super 
markets, one drug store, beauty par 
lor, shoe repair shop, playroom equip 
ment store, five and ten, bakery, paint 
store, childrens wear, furrier, and fill 
ing station. It has a flow of traffic 
that at times competes with the 
downtown area in volume. ‘This 
traffic can hardly miss the Jones & 
Gooding store in its new prominent 
location. 

The aggressive planning, servicing, 
and selling of the two partners has 
pretty well convinced manufacturers 
that Jones & Gooding is a first-rate 
outlet for their products; hence the 
firm has a display room well-equipped 
with name brands of merchandise 
though not as much as they want! 

With outstanding lines to choosc 
from, their display floor is  well- 
grouped, and includes many attention- 
getting display cffects, including 
large recessed wall displays, high 
lighted with high intensity lighting 
set near the ceiling for the full Tengt h 
of the interior wall. The entire tone 
of the establishment is that of one 
that has good appliances, knows how 
to display them, and is willing to 
back them with thorough personal 
guarantee. 
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The company’s well-organized their service plan. Their concepti 
washer service department is the of service was to use it as a means 
opening gun in their exploitation of sciing, and they keep good recoi 
major appliance sales. National fig- on their service customers. ‘Th 
ures show that the sale of washing know that a service-man’s careful 
machines runs a close second in ma- spection of a washer or other ap; 
jor appliance volume to that of re- ance will usually result in his find 
frigerators, and the Jones & Gooding more wrong with it than the cust 
firm takes advantage of this. cr thought was wrong, and they rea 
that the best protection against 
customer assuming that he has b 

The first requirement, of course, over-charged is a reputation for int 
was to build a good service depart rity. And this they have been c 
ment, then build the volume neces ful to build. 
sary to maintain fair prices on service. Ihe partners have plans fot 
Because of their technical knowledge vcloping their servicemen as salesin 
and service experience, the two part Prior to the war, they used com 
ners knew how to put together an sion and incentive plans as a pai 
efficient service department, by laying basis for pyament to many ort tl 
down the proper operating principles, employees, but abandoned — th 


and choosing a training the proper during the period of wartime sh 


type of workmen. W hile they knew ages. While they have plans foi 


1 


that a large service department would instating an incentive basis for w 


Service Pays Its Way 


eventually bring them many new the partners realize that it may 

sales, they intended for the service to time to build it properly. 

yay its way me n the beginning, which “Servicemen are not always 
did—and it still accounts for about terested in building volume as 

25% of Be total dollar volume of are,”” Mr. Jones says, “which is q 

the firm; or about $75,000 annually. natural. However, we presently 
[his service had to be right, and in operation a plan for giving a 

the partners made it that way. They mission on the final sale of 


l 
if 


do not assume 1 pious ittitude about ince to the serviceman who 


it, but they know that they can tell a brought in that customer’s namc 
customer with complete confidence prospect.” 
that any charge they have made on This has spurred several servicc 
the work they do was for value defi to bring in names of prospects 
nitely received. They have trained have picked up in making t 
and instructed their employees care rounds; has made them more alert 
fully, and installed a trained service sales possibilities while they 
manager, H. L. Burger, as super- servicing. Jones sees it as gr 
visor. enlarging the scope of his pro: 

Then comes the follow-through on lists, giving him a chance to we 
all sections of town. 

lor though he is not in a do 
town section, his store does not 
fine itsclf to sales in one neighl 


| RK ECORDS - ~bDUMIS | hood or residential area. 


aan “T even sell to many rural cust 
il Mh | UATE ah eh ers,’ Jones says. So his store acti 





1 


meets in sales competition with th 
of the downtown area. 

A Virginia Electric and 
Company official estimated 
Jones & Gooding has two thirds 
the washer servicing that is be 
done in Richmond. 

Hence the Jones & Gooding s¢ 
icemen travel all over town, and 
they pick up good prospect names 
the areas in which they work, it \ 
be a natural for outside-salesm 
calls. The firm, though now gearc 
for selling and doing a great deal of 1 
does not presently employ any outsid 
salesmen, because it so far has no 
felt the need. 

“*, . . or maybe you’d like a square “These servicemen are good sales 
dance record.” (Continued on page 80) 





— HonKe Ms 
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Creative Selling for Appliance Dealers 





Frozen Food Loeker Plants 


fF: ectric appliance dealers and 
ictors can benefit from food 
business even though located 
ill towns. It can be a highly pro- 
and interesting phase of the 
nce business. This department 
so become a feeder of prospects 
o the appliance dealer for com- 
| refrigeration units and other 
nces, 
proof of these statements, E. 
homas Appliance Company, 
id, Ky., has completed one lock- 
nt and has plans for several 
on the drawing boards. 
of the best customers for the 
ippliance dealer, according to 
(homas, is the man who wants 
into the frozen food locker busi- 
id knows something about what 
its but not necessarily refrigera- 


first plant was built for and 
yperation with Fred Stewart, 
ippened to be an insulation ex- 
id dealer for a nationally known 
insulation used in dwellings 
rcker plants. 
Stewart had some original ideas 
how a locker plant should be 
ed. For instance in his plant 
ie 12 inches of insulation in 
ling, 8 inches on the walls and 
es under the floor. Instead of 
the insulation in the floor 
then adding wall insulation to 
t, the floor was insulated and 
ll ceiled up a couple of feet. 
orner of floor and wall was 
horoughly packed from the top 
insured that there was full 
inches of insulation where wall 
floor, instead of a crack where 
sulation met. 
rs were designed so that in- 
f becoming part of the wa'l 
eing sealed with rubber strips 
s the usual refrigeration doors, 
stewart door is as thick as the 
nd closes on top of the eight- 
vall of insulation. 
1 meticulous planning and de- 
of insulation has actually result- 
1 high degree of efficiency that 
es less power to maintain tem- 
ures. This is a worth-while sav- 
ver a year. 
> owner of the plant, a Mr. Car- 
es upstairs over his locker plant 
vanted to be warned if the plant 
‘down while he was asleep. 


Mr. Thomas provided an alarm 
that gives warning in time to do 
something about it. He wired a bell 
upstairs. An open type switch remains 
open as long as the temperature in 
the locker room is zero. If a fuse 
blows or anything happens that the 
compressor does not start when the 
temperature rises to five degrees above 
zero, the switch closes, rings a_ bell 
in Mr. Carter’s bedroom upstairs. 


Special Features of Design 


In addition to this safety feature, 
the locker plant was provided with 
a recording thermometer which pro- 
vides a graph of the temperatures 
for each hour of the day and night. 
This is necessary so that in the event 
of argument with a customer over 
spoilage, the record of the tempera- 
ture becomes undispuitable evidence. 
Customers may also get insurance on 
their locker contents. 

The Carter plant contains 300 
lockers and is operated by two com- 
pressors, one 5 hp and a 1% hp. 
The small one handles the chill room 
and the larger compressor handles 
the locker room which is held at 
zero to ten below. 

Another factor that figures large- 
ly in the economical operating figures 
is the fact that the well water used 
for condenser cooling is 12 degrees 
cooler than city water. A water de- 
frost is also used. 

Mr. Thomas pointed out that the 
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uccessful and economical operation 
of one plant led to many inquiries a- 
bout building other plants. 

Locker plants now are built for 
more or less specialized operations, 
according to Mr. Thomas, who said 
that the engineering was less difficult 
than finding out exactly what type 

(Continued on page 79) 


E. H. Thomas, of Ashland, Ky., dem- 
onstrates a commercial type re- 
frigerator. He finds many of his 
best prospects among locker plant 
customers. Below is a locker plant 
designed and built by the Thomas 
Appliance Company. 





Radio Service Group 


Qualifies Members 


“é 


THE PHRASE, “a going place of 
business,” has been translated into 
specific standards of operation and 
policy for radio service shops in 
greater Kansas City area by the Elec- 
tric Association of Kansas City, Mo. 

To qualify for a telephone-direc- 
tory listing in a classified column 
headed by the Association’s name 
and emblem, a radio repair shop 
must: 

1. Have been affiliated with the 
repair business for at least ten years. 

2. Operate a recognized place of 
business in a building where most 
of the space is devoted only to busi- 
ness activities. 

3. Furnish names of insurance 
companies and numbers of policies, 
which are investigated to determine 
if they give full coverage for all mer- 
chandise left for repair. 

4. Supply the name of the bank 
where the shop’s account is handled 
in order that officials there may be 
questioned as to their evaluation of 
the shop as a successful firm. 


Ed’s Radio Serv Ss ifton- 1125 


ELECTRIC ASSOCIATION, OF KANSAS CITY” 
ALL ‘OF THESE RADIO 
REPAIR SHOPS 

© Operate Recognized 
Places of Business 

e Employ Skilled Radio 
Technicians 

© Have Years of Experience 
Repairing Radios 

¢ For Service bes 

MEMBERS 


HOUSEHOLD RADIOS 
KANSAS CITY MISSOURI 
BLAIR RADIO iSERV 
r WE stport-5060 
art a aac ‘KANSAS city 
APPLIANCE CO 4 roost. WE Stport-0034 
OnSABWAY RADIO 4040 Bdwy--LO gan-2500 
BROOKSIDE RECORD SHOP 
a JA ckson-5200 


COUNTRY CLUB "RADIO & ELEC £0. cotae 
63 nd- 
DONALDSON RADIO & ELEC ¢ co 


GR and-0900 
EMERY BIRD THAYER co 
tnut-HA rrison-3500 
JENKINS MUSIC co 217 Walnut -VI ctor-9430 
MACE-RYER CO 3815 Bdwy--WE stport-6880 
McINTEER RADIO & APPLIANCE £0 1-473 
ROCKHILL RADIO co INC 
06 Troost -HI land-7277 
SEARS ROEBUCK a £0 
SMITH APPLIANCE O. 
5100 Indep t-6386 
TAGUE RADIO & APPLIANCE cp 
E nton-7526 


Lh apd RADIO & "ELECTRONIC 
SER -WE stport-5000 
WALDO APPLIANCE co, 





velnd BE nton-7600 


9 Bdwy-HI land-0336 
KANSAS CITY KANSAS 


RICHARDS RADIO & ELEC co 
inn FA irfax-6624 


CONTINUED. NEXT PAGE 




















5. Have a record with the Better 
Business Bureau which shows that 
no complaints have been made by 
customers or that any which have 
been registered have been satisfactor- 
ily adjusted. 

6. Employ 


nicians, 


skilled radio tech- 
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This is a partial view of the 2,300 women who 
first in a series of postwar cooking 
Cannon Distributing Company, of Charles- 


Charleston Gymnasium for the 
schools sponsored jointly by the 


au. a! 


packed the College of 


ton, and several local appliance dealers. 


The column is open to all radio 
repair shops in the greater Kansas 
city area. All shops and dealers lave 
been notified of the plan and of the 
Electric Association’s wish to assist 
them in meeting requirements. Ninc- 
teen shops qualified for the first 
column, which appeared in the Oc- 
tober, 1947, issue of the telephone 
directory. 

A number of the qualifying shops 
are advertising their services as ap- 
proved by the Association and are us- 
ing the organization’s emblem on 
various forms of advertising. Decals 
have been provided for windows and 
store displays. 

Members of the radio servicemen’s 
committee of the Electric Associa- 
tion are: Glenn Saigeon, Broadway 
Radio Co., chairman; W. C. Donald- 
son Radio Co.; Joe Allen, Jenkins 
Music Co.; Marvin Thomason, of 
Thomason Radio and_ Electronic 
Service, all of Kansas City, Mo.; and 
Al Richards, of Richards’ Electric 
and Radio Service, Kansas City, Kans. 

The radio servicemen’s division was 
organized in April of this year. Ac- 
tivities planned for the winter season 
include a series of meetings devoted 
to the study of radio installation and 
service problems. <A regular news 
bulletin is prepared for the group by 
Harry F. Bennetts, executive manager 
of the Association, who is in charge 
of publicity for all divisions of the 
organization. . 


Cooking Schools Still 
Draw the Crowds 


Proor that cooking schools 
lost none of their attractions 
housewives is indicated in the 
that some 2,300 women att 
the first postwar cooking school 
ducted recently by the Cannon Dis 
tributing Company, of Char! 
and Columbia, S.C. The scho 
held in the College of Charl 

Of course, the Cannon Dist 
ng Company reports, the atten 
was not spontaneous but the 
of carefully planned advertising 
promotion. ‘The cooking schoo 
extensively advertised through 
spot announcements, movie ti 
and newspaper advertisements 
several weeks prior to the mec 
Effective, also, were placards | 
in the display windows of local 
trical appliance dealers. 

The cooking schools were coi 
ed under the auspices of th 
non Distributing Company, w 
sale distributors of home applia 
heating and air conditioning « 
ment, and radios. Working in 
junction with the distributing « 
pany, however, were five of Ch 
ton’s prominent appliance de 
Bradley Furniture Company, Co 
al Appliance and Furniture (¢ 
pany, James M. Lea & Sons, A 
Rhodes & Sons, and Steedly Iu 
ture Company. 
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Something to Sell 
On the “Off’ Days 


\HEN THE DELICATELY hued Aza- 
live out their brief life span, 
’s the sweet essence of Magnolia 
yms to enchant the senses in the 
city of Mobile—so visitors to 
charming city of the South are 
But FE. E. “Bill” Delaney 
a practical analogy from the 
ment when he asserts, “there’s 
pen season on sales every day in 
ear, and my theory has been to 
: something handy to sell on the 
f’ days.” 
laking his theory work, Mr. De- 
has climaxed his twenty-year 
ess career, which began in ap- 
ce selling at the unpretentious 
of $12 a week, with the open- 
f a quarter-million dollar show- 
and service center near Mobile’s 
ess district. 
1¢ new Delancy’s, Inc., service 
tr, located at the corner of Broad 
Dauphin Streets, is the most re- 
cent addition to his six retail outlets 
in the Mobile trade area and branches 
in birmingham and Montgomery. 


A view of the appliance showroom in 

the new Delaney’s service center as 

it appeared on opening night. Spa- 

clousness, air conditioning, and ade- 

quate comfortable lighting make it 

one of the most modern display 
rooms in the South. 


The spacious, air - conditioned, 
tastefully appointed showroom, with 
250 feet of “ground level” plate glass 
show windows, is equipped for “‘live 
demonstrations” of a wide range of 
refrigerators, washing machines, ran- 
ges, dish-washing machines, home 
freezers, and other home electrical 
appliances. The installation not only 
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Police had to direct traffic when 15.,- 
000 potential appliance customers 
visited the new Delaney’s service cen- 
ter at Broad and Dauphin Streets, 
Mobile. Offering a complete line of 
appliances, as well as tires, trucks, and 
passenger cars, the new store is De- 
laney’s eighth in the chain advertised 
as “All Over Alabama.” 


demonstrates the appliances them- 
selves, but also demonstrates Dela- 
ney’s complete service which includes 
maintenance, plumbing, electrical in- 
stallation, and repair departments. 

Housed in an adjoining part of the 
building is the sales, parts, and serv- 
ice department for Delaney’s automo- 
bile department which includes _pas- 
senger cars and trucks, as well as tires 
and a complete filling station. 

Salesman that he is, Delaney did 
not fail to capitalize upon the pro- 
motional possibilities in the opening 
of his latest “show place.” Three 
local radio stations and two local 
newspapers carried prominent and ef- 
fective advertisements for thirty days 
prior to the opening. In addition, 
bill-boards were used, and particularly 
effective were the banners flown from 
all trucks carrying the message, 
“Watch for Grand Opening of De- 
laney’s.” 

The effectiveness of this advance 
promotion was evidenced by the fact 
that 15,000 visitors were entertained 
during the special opening. Each 
visitor carried away a souvenir of six 
water tumblers. 

Mr. Delaney’s rapid climb to a po- 
sition among top-ranking appliance 

(Continued on page 80) 
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No POWER sHORTAGES have yet 
been experienced in the southwestern 
area which includes Oklahoma, al- 
though at times the electric utilities 
have operated close to the limit of 
their capacity, leaders of the industry 
reported during two district meetings 
of the Electric Light & Power Divi- 
sion, Oklahoma Utilities Association, 
at Guthrie and Sapulpa, Okla., Oc- 
tober 30 and 31. 

The Southwest Power Group, 
made up of public utility companies 
in 10 southwestern states, which were 
interconnected during World War 
IT, still maintain their transmission 
line connections, but in Oklahoma 
it has not been necessary to inter- 
change power since the end of the 
war except in a few rare instances. 

The big power companies of the 
area have planned extensive additions 
and improvements to their plants and 
lines and are now engaged in con- 
structing some of these projects. D. 
S. Kennedy, vice-president and treas- 
urer of the Oklahoma Gas and Elec- 
tric Company, with headquarters in 
Oklahoma City, reported that his 
company has a 37 million dollar con- 
struction program planned for the 
next five years, which may have to 
be expanded if business continues to 
increase at the present rate. 

Mr. Kennedy, speaking at both 
district meetings said that there has 
been a 15 per cent increase in resi- 
dential customers during this year 
and that the needs of all customers 
have been met without increasing 
rates or encountering financial diffi- 
culties. The company has accom- 
plished this by refinancing at lower 
interest rates during 1946 and 1947 
and by careful management. “We 
hope we can continue to hold the 
line on our rates,” he said. 

Mr. Kennedy stated that the 
OG&E Company has remained in 
sound financial condition in spite of 
a 48 per cent increase in taxes since 
1940 and higher costs for materials 
and labor. 


Franchise Picture Favorable 


The past two years have been as 
favorable as any similiar period with- 
in the past 20 years for the renewal 
of franchises. Frank O. Emery, Pub- 
lic Service Company of Oklahoma, 
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Tulsa, said, “this fortunate situation 
may continue a little longer time, 
but the sand is certainly running out 
of the hour glass. History tells us 
that we have been unable to main 
tain high rates of business and indus- 
trial production for any prolonged 
period of time. The chances are 
against our being able to do so now. 
The probability, therefore, is in favor 
of a decline in industrial production 
and a revival of municipal agitation. 
This means that we had better make 
hay while the sun shines and get as 
many franchises renewed as possible 
before the decline in our present high 
rate of production.” 

The speaker quoted figures show- 
ing that in 1933, in the depth of the 
depression, out of a total of 111 elec- 
tions where municipal ownership or 
franchise renewals were concerned, 
70.3 per cent carried in favor of mu- 
nicipal ownership. In 1940, out of 
104 elections involving municipal 
ownership or the rejection of fran 
chise renewals, only 26 per cent fav- 
ored municipal ownership, complet 
ly reversing the trend. In 1946 ther 
were 79 such elections and only 12.7 
per cent favored municipal owncr- 
ship. 

A recent survey in rural sections of 
Missouri, Oklahoma, Kansas, Texas, 





















T. S. Mathews, left, of Sand Springs, was elected chairman of the Eastern 
District, Oklahoma Utilities Assn., succeeding B. J. Braheney, of Sapulpa, 





Oklahoma Groups Compare Notes 
On Urgent Power Problems 


Louisiana, and Mississippi disc] 
that there was very little oppos 
by REA co-operative members t 
business managed utilities, Mr. 
ery reported. All of the agitatio1 
active opposition came from son 
the managers and a few office 
these co-operatives. 


Oklahoma Resources Noted 


Based on a survey made in 
homa by the Midwest Resear 
stitute of Kansas City, Mo., 
trialization of Oklahoma, as \ 
of the great mid-western and 
western section of the country 
conditions are somewhat simil 
pends largely on making good 
resources, Dr. W. M. Mather, 
Institute, declared. These are: 

(1) Abundant natural res 
(2) Ideal geographical positi 
the center of the United State 
Efficient transportation system 
Bountiful fuel supply. (5) Ad 
water supply. (6) Dependable 
er supply. (7) Recreational fac 
(8) Equitable climate. 

“What the public thinks 
business is very important,” d¢ 
C. W. Gray, Oklahoma Powe 
Water Co., Sand Springs, ¢ 
IIe asserted that business still 
lot of work to do in properly int 








center, Right, E. H. Wyatt, of Ada, secretary. 
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the people. In a recent survey, 
‘ cent of the people contacted 

sht that the largest part of the 
ies from business went to the 

“Facts reveal that 83 per 

ent of the revenues from pro- 

n went to the workers,” said 

\ ray. 


Corporation Ownership 


s the belief of many that the 
of business is owned by a few 
ch people, but, as a matter of 
yusiness is owned directly by 
1s of stockholders and indirect- 
many thousands of insurance 
holders and savings account 
rs." The speaker named one 
largest automobile manufactur- 
mpanies as an example of the 
at in many corporations the 
of direct owners outnumber 
kers. The corporation he 
has 450,000 stockholders and 
0 workers. 
N. Robinson, Public Servic< 
ny of Oklahoma, Tulsa, cor 
erroneous press statements 
K. Lane, president of the 
Service Company of Okla- 
and a director in the United 
St Chamber of Commerce, had 
in Washington, before a com- 
of congress on a certain day 
that he favored the elimination of 
The speaker said that Mr. 
does not favor abolishment of 
time, and that he did not appear 
the committee on the date 
but was in Tulsa, Oklahoma, 
time. 


) ne. 


Robinson, made this state- 
hefnre > ’ . 

before the mectings because 
M ane was unable to attend on 





Left to right, J. K. Moore, of Guthrie, retiring chairman of the Western 
District; E. B. Smith of Enid; H. W. Pitzer of Chickasha; and Housten 
Reeves, of Oklahoma City. 


1. count of required absence from the 
state and could not appear on the 
program to dcliver his scheduled ad- 
dress on “Planning Ahead.” Mr. 
Robinson, who made the tour of the 
East in June, along with 169 other 
Oklahoma business men on the Okla- 
homa industrial train, delivered a re- 
port of the results and impressions 
left on easterners during the trip. 
Oklahomans told the eastern and 
northern business men many things 
they did not know about Oklahoma. 
or example, those contacted had 
never heard that Oklahoma is an im- 
portant coal producing state. They 
learned also that the state has an 
abundance of natural gas, electricity, 
and oil fuel at rates lower than many 
could scarcely believe. However, 





Left to right, E. D. Freeman, of El Reno, Western District secretary; V. L. 

Browne, of Clinton, newly chairman of the Western District; Rev. Horace 

L. Jayne, of Elk City, dinner meeting speaker; and C. N. Robinson, 
chairman of the Electric Division of Oklahoma Utilities Assn. 
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their interest in the cost of these 
fuels was only incidental, and they 
were far more interested in the ade- 
quacy of the supply. They felt that if 
the trend of legislation was such as to 
lower taxes and create more favor- 
able conditions for industry, business 
men would see that power and fuel 
rates would also be reasonable. The 
climate, water supply, labor and liv- 
ing conditions in the state were chief 
objects of interest, the speaker said. 

Speaking in the place left vacant 
by Mr. Lane’s absence, but on a dif- 
ferent subject, “Trials of the War 
Criminals of Japan,” Col. John J. 
Evans, of Enid, Oklahoma, who was 
stationed in the far east in military 
service during World War II, told 
about the vast amount of work the 
military courts and legal staffs did 
after the war in making sure of their 
constitutional grounds in preparing 
the cases against the war criminals. 


Foreign Conditions Described 


Another subject that was not di- 
rectly related to electric utilities was, 
“The Fog Over Europe” by Rev. 
Horace L. Jayne, pastor, First Bap- 
tist Church, Elk City, Okla. He was 
sent to Europe by his local church 
to study conditions there. He re- 
ported an alarming lack of democra- 
cy and religious freedom, as under- 
stood in this country, in all countries 
visited, except in Switzerland; and 
that France and England were in the 
worst condition economically of all 
the European countries visited. 

The programs for the two district 
meetings were duplicated with the ex- 
ception of addresses of welcome and 
responses by leading local citizens 


(Continued on page 79) 
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Proctor— 
Christmas Promotion 


CuristMas is the “pleasing” sea- 
son, so Proctor Electric Company’s 
Christmas present to its distributors 
and retailers is a unique merchandis- 
ing promotion called “Ways to Please 
a Lady!” 

The company fecls that its dealers 
will be pleased with their Christmas 
present for it is being given to them 
absolutely free and has been prepared 
with the intention of helping them 
sell not only Proctor merchandise this 
Christmas but other nationally known 
appliances as well. All Proctor ad- 
vertising and mats prepared for deal- 
er use in local tie-in advertising will 
feature this suggestion, “Proctor and 
other nationally known appliances.” 
This store-wide selling theme is cal- 
culated to bring floor traffic into 


dealers’ stores on an unprecedented 
scale and should result in a complete 
sellout of all nationally advertised 
electrical goods. 

The “Ways to Please a Lady” 
Christmas promotion is being backed 
by Proctor with a gigantic consumer 
advertising campaign not only in na- 
tional women’s magazines, but also 
in newspapers on a nationwide basis. 

“Ways to Please a Lady” should 
please dealer gentlemen, too, for the 
idea is timely and every possible mer- 
chandising assistance (material, dis- 
play ideas and suggestions) has been 
incorporated in the promotional pack- 
age being furnished them free of 
charge. In it are listed approximate- 
ly 100 ways to use the display mate- 
rial, coded diagrams showing sug- 
gested window, counter and floor dis- 
plays; gift wrapping paper featuring 
the promotional theme and the com- 


“Ways to please a lady,” Proctor’s Christmas promotional package given 

free to merchandising retailers, pleases ladies and gentlemen alike. It’s a 

store-wide promotional package built to move not only Proctor merchandise 

but also “other nationally known appliances.” H. S. Perkins, Proctor’s 

New York district manager, shows distributor executives James Darcy (left) 

and Ernest Meserve (right) of the Graybar Electric Company, the wide 
assortment of sales promotion aids- 
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pany name; descriptive give-away 
erature on the products with s) 
for the salesclerk’s name following 
printed notation ‘demonstrated 
recommended by” instead of the 
ual “sold by” found in this typ 
material; small varving size, easel-t 
display cards featuring indivi 


Proctor appliances, cach a suggi 
theme item, and a large window 
ner urging “Proctor and other 
tionally known appliances’ as 
best way to please the girls. 


Westinghouse— 
Miniature Comforter 


A MINIATURE MODEL of the W 
inghouse electric comforter is 
available to dealers as a promot 
and demonstration piece accordin 
R. Z. Sorenson, small appliance 
ager of the Westinghouse Elk 
Appliance Division, Mansfield, O 

The model, measuring 18 by 
inches, was developed to aid salc 
demonstrate the unique two-| 
construction of the comforter an 
show how easily the warming 
can be removed from the comt 
for washing by hand at home. It 
all the features of the full doubk 
size comforter, including the 
satin top, the non-slipping s 
rayon faille underside and the 
rate warming shect. 

The only difference between 
miniature and regular size cle 
comforter is that the electrical circ 
in the model are open and cannot 
connected to an electric outlet. 
in the electric comforter, howc 
the wires and dummy models of | 
thermostats are sewed to’ the 
shrunk muslin warming sheet of ¢! 
miniature model by the same techn 
que used in making electrically heat 
flying suits for the Army Air Corps. 

A folder accompanying the mod 
lists the added sales features of t! 
comforter, and also includes samp| 
of the blue, green and rose rayon ust 
in making the comforter coverings. 

“With the folder, the miniature 
model comforter can be used as ‘ 
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Customers will stop, look, and accepted, proven  profit-makers. 
BUY — if your store has the The Bar-Brook sales program for 
new 1948 line of Bar-Brook Attic next spring will include national 
and Window Fans. People every- advertising, helpful installation 
where have preferred Bar-Brook manuals, and sales-making mer- 
fans for fifteen years, and the chandising aids. 
new models will suit their needs 
If you do not now handle the 
better than ever before. , 
well known Bar-Brook Breeze- 
Bar-Brook cooling appliances builder* Attic Fans and Bar- 
can't be beat for dependable, Brook Window Fans write or 


long-life performance. Bar-Brook phone for complete information 


Dealers know they are consumer today. 


<anuel OR 4 REFUND oy ~ psTOn  N 
Kan. SR by * % | \ 

Good Housekeeping at c Fy 
Or 45 amvennat geen a a < 


* trademark 


24R-BROOK BAR-BROOK ‘MFG. CO., INC. 
(Formerly Shreveport Engineering Company) yA = 
1553 Texas Avenue. ...Shreveport, La., U.S. A. 
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merchandising tool by outside sales- 
men on home calls,’ Mr. Sorenson 
said, “and will also be an important 
display and demonstration tool on 
sales floors.” 


Lightolier— 
Outdoor Fixtures 


LicHTouieR, Incorporated, has _re- 
cently introduced on the selling floors 
of its distributors an eye-catching, 
compact display that has acted as a 
teal sales-getter. The display repre- 
sents the doorway of a house and 






y 


fr * Wr ¥ 
r Y, x 


1 Nw 


i en Mal A 





dramatizes an assortment of eight 

Lightolicr outdoor fixtures that are 

attached to it. 
Made of sturdy 


longlasting, the unit 


tekwood, light- 
weight and 
measures four feet wide by four feet 
high by one foot deep and is finished 
in five colors. It may be stood on 
a counter or hung on a wall. It is 
completcly wired with extension cord 
and switch control, so that all fix- 
tures may be illuminated. 

The display is available to all elec- 
trical dealers and contractors through 
Lightolier distributors. 


General Electrice— 
Display Fixtures 


Mercuants who sell General Elec- 
tric lamps in their stores and desire 
to modernize their store interiors 
with smart, streamlined display fix- 
tures now have the chance to do so 
by taking advantage of an offer the 
Lamp Department of the General 
Electric Company is making to its 
agents. 

Called “G-E Irwinner Line of Fix- 
tures,” the patented store merchan- 
dising displays were developed at the 
Lamp Department’s Nela Park head- 
quarters so that the six basic units can 
be combined into counter displays, 
walls, corner, platform, and window 
displays in more than one hundred 
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combinations. They are made of 
sturdy five ply fir plywood, 34” thick 
and finished with one-coat flat gray 
paint. The units are shipped knocked- 
down with all holes pre-drilled and 
small hardware required for assembly 
included with each unit. Only a 
screwdriver and pliers are needed to 
assemble the units. 

So that its dealers may have the 
counter units at the lowest possible 
cost, General Electric has absorbed 
development costs, patent costs, and 
all promotional costs, and the units 
are being sold without profit by Gen- 
eral Electric. At present, the Gen- 
eral Electric Lamp agents may have 
the De Luxe Lamp Container for 
$55.40 less 30%, or $38.78 F.O.B. 
Winston-Salem, North Carolina. The 
shipping weight is approximately 185 
pounds, packed. Other units range 
in price from $3.33 to $28.10 F.O.B. 





ELECTRONICS IN BED—A newly- 
created sales display, that simu- 
lates a bed demonstration of the 
Simmons electronic blanket in ac- 
tual operation, is shown by John 
Roemer, merchandising manager 
of the electronic blanket division 
of the Simmons Company. The 
transparent lucite footboard fea- 
tures selling copy, and the control 
cabinet is supported on a small 
shelf. 





Winston-Salem. Orders for the 
units may be placed through Gener: 
Electric Lamp distributors. 

Dealers who have installed the n 
units are enthusiastic in their s1 
port not only because they incrc 
the sale of merchandise and Gen« 
Electric Lamps but permit them 
improve and modernize their st 
with adjustable store fixtures. 


Lewyt— 
Vacuum Cleaner 


Descrisep as the “Lewyt Vacu 
Cleaner Market Place,” this 
color demonstration display has | 
made available to Lewyt dealers. 


) 


"T 


WO BAG to empty! 


vacsom Cusamen 








display, which has an over-all he 

of approximately six feet and a de; 
of three feet, provides the comp 
functional facilities, back-ground, 

visual aids. 

Sixteen illustrations point up 
features of this cleaner. ‘The clea 
container serves as a base, while 
cleaner itself is spotlighted in its « 
niche. The carpet, for aid in dem 
stration, is in a fixed position for 
venience. A shelf is provided for 
play of the cleaner attachments. ‘I! 
Lewyt trade mark at the upper 
is illuminated. 


Stromberg-Carlson— 
FM Receivers 


As part of its increasing efforts 
promote the popularity of FM radi 
Stromberg-Carlson has prepared 
attractive counter card holding co 
sumer booklets devoted to a simp! 
explanation of frequency modulatio1 
The 12-page pamphlets and displa\ 
cards have been made available to au 
thorized Stromberg-Carlson  dealei 
for distribution to store customers. 
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SWITCH BOXES 
: IMMEDIATE DELIVERY 























We feel sure you'll agree with other good jobbers and electrical 
contractors that our aluminum switch boxes are the best on the 
market. We feel sure, too, when you compare our switch boxes 
fc you'll agree our prices are definitely in line. Samples will be gladly 
b furnished upon request. 


BXL2A box carries UL approval, with approval pending on our 
CA-2000 number until Underwriter’s Laboratory has the opportun- 
ity to properly list this box. 
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CAT. NO. SIZE CLAMPS 
BXL2A-1001 22x2x3 Yes (2 per box) 


BXL2A-1002 2%x2x3 NONE CAT. NO. CA-2000 SIZE 2¥2 x 2 x 3 

Without clamps — for rigid conduit — for all 
For steel armoured cable and non-metallic sheathed shallow rectangular base switches and receptacles. 
cable—with every desirable feature for easy install- Reversible ears which allow adjustment of 1/32 
ation. Made entirely of aluminum—.091 thickness. to 3/4 inch. Ears extend 12 inch from body of box. 
A strong durable switch box for real service. Length, 3 inches width, 2 inches depth, 2'2 
Standard package 50. Weight approximately 32 inches. Standard package 50. Weight Par Me 
ibs. per 100. 30 Ibs. per 100. 

AGENTS 
E. |. Jones Company, Liberty Bank Bldg., Dallas, Texas 


I. 
E. F. Baesel, 1741 Harding Place, Charlotte, N. C. 
Fred judge, P. O. Box 232, Miami, Fla. 

A. J. Weilbaecher, 823 Perdido St., New Orleans, La. 
B. F. Clark, 315 Riverview Ave., Drexel Hill, Pa. 
W. A. Griswold, 381 Morris St., Albany, N. Y. 

Theo M. Gage & Co., 1900 Euclid Bldg., Cleveland, Ohio 
H. L. Boggs & Co., 4903 Delmar, St. Louis, Mo. 


ARROW MANUFACTURING COMPANY 


( OUSRM EMS ATT TRS RR eT RAR Ce 
P. O. BOX 1516 * NEW ORLEANS, LA. 
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Catalogs, Bulletins and Technical Data 
Available to Readers of Electrical South 








122—Connector Manual. Catalog 105, a 184-page, perman- 
ently bound manual has been announced by Anderson Brass 
Works, Inc., Birmingham, Ala. ‘The manual describes the com- 
plete line of Anderson bronze electrical connectors. A 28 
page technical section of tables, formulae, etc., makes this a 
valuable data source for the electrical engineer. 


137—Gorilla Grip Connectors. “Mechanical Principles of 
Gorilla Crip Electrical-Connectors” is the title of the new 12- 
page booklet, No. 466, published by National Electric Products 
Corp., Chamber of Commerce Bldg., Pittsburgh. ‘The booklet 
was compiled to assist engineers, jobbers, contractors and in 
dustrial purchasing agents in acquiring an exact understanding 
of the design and function of these connectors. 

138—Electrical Fittings. A complete line of Gedney fittings 
which includes conduit bodies, as well as practically all fittings 
required for rigid conduit, armored cable, non-metallic cable 
flexible conduit and EMT installations is described in a folder 
recently published by Gedney Electric Co., R. K. O. Bldg., 
Radio City, New York, N. Y. 


139—Electrical Apparatus. The Trumbull Electric Mfg. 
Plainville, Conn., has recently issued a condensed general ae 
log, ““I'rumbullist”, which gives complete information on electri 
cal control apparatus. 


141—Multiflex Brushes. 
30th St., Milwaukee 10, V 
which lists brushes by code pad 
ing of the proper brushes. 


ag Helwig Company 2544 North 
has just issued catalog No. 245 
his simplifies the order 


145—Chromalox Range Unit. Construction details and parts 
lists for the Super-Speed and Heatflo range units are shown in 
Bulletin CF-145, available from Edwin LW iegand Company, 
600 Thomas Blvd., Pittsburgh 8, Pa. 


153—Ventilators and Blowers. Performance data, dimensions, 
and specifications are all included in the well-illustrated bulle 
tins, now available from the Schwitzer‘-Cummins Company, 
1125 Massachusetts Ave., Indianapolis 7, Ind. ; 


154—Welding Exhausters. Bulletin No. 736 describes the 
Octopus, Jr., a portable exhaust unit, and the Octopus, a heavy 
duty unit, for applications requiring exhausting and blowing 
volume. Available from the Chelsea Fan & Blower Co., 
Irvington, N. J. 


155—Lighting for Schools. “Recommendations for Classroom 
Lighting” is the title of this booklet which gives case studies 
of several lighting installations in schools. This bulletin is avail 
a from ‘The F. W. Wakefeld Brass Company, Vermilion, 
110. 


156—Electrical Apparatus. This 48-page illustrated catalog 
shows electrical solderless terminal lugs, shite service con 
nectors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio. 





ELECTRICAL SOUTH, 
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163—Metal Duct Housing. The first revision in five years of 


Catalog No. 445, describing and illustrating ‘4-by-4 Wirewa’ 
has been completed by National Electric Products Corp., Cham 
ber of Commerce Bldg., Pittsburgh 19, Pa. ‘his re-issue gives 
electrical contractors, jobbers, engineers, and purchasing agents 
complete information on metal duct for housing and protecting 
electric wires and cables. 


164—Bustribution Duct. ‘This 23-page bulletin, No. 462, just 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustni 
bution Duct for bus duct electrical distribution. The bulletin 
is profusely illustrated. ‘The many drawings included showy 
details of the duct, the various fittings, and the hangers, as well 
as diagrams of complete systems both of the centralized and 
decentralized system. 


165—Lighting Research. The Benjamin Electric Mfg. Co 
Des Plaines, Ill., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. ‘This booklet will 
be of special interest to all who are interested in the “behind 
the-scenes” portrayal of the research and testing which are es 
sential to high quality and performance in lighting equipment 


166—Industrial Heat Lamps. ‘The General Electric Com 
pany, Nela Park, Cleveland, Ohio, has announced the publica 
tion of a new industrial lamp folder. This folder, Y-659, con 
tains six pages of photographs and technical data on the indu 
trial heat lamps manufactured by the company. 


171—Self-Supporting Cable. A new 52-page fully illustrate 
manual on self-supporting cable has been issued by ‘The Okonit 
Company, Passaic, N. J. Pertinent charts, tables and diagram 
supplement the detailed descriptive matter answering the man 
questions which arise concerning the use of this type cable. 


174—Aluminum Building Wire. Technical data on insulate 
aluminum building wire are now available in a bulletin desig 
nated as H-407 and available from Hazard Insulated Wir 
Works, Division of the Okonite Company, Wilkes-Barre, Pa 
An insert gives comparative data on copper and aluminum co 
ductors. 


177—Balanced Lag Renewable Fuses. Informative folders ar 
available from Pierce Renewable Fuses, Inc., 51 Pacific Ave 
Buffalo 7, N. Y., describing the company’s line of balanced la; 
renewable fuses. Pierce fuses are listed by Underwriters’ Labor 
tories, Inc. 


178—Mobilite Fixtures. A 15-page booklet, entitled “Engi 
neered Lighting’ has been announced by Mobilite, Inc., Jerse 
City, N. J. The booklet describes and illustrates the variou 
fluorescent fixtures manufactured by the company. 


180—Ceiling Ventilator. Installation and design of the Bl 
Fan is fully described in a 4-page folder recently made availabl 
by the manufacturer, Pryne & Co., Inc., 140 N. Towne, Pi 
mona, Calif. The many diagrams illustrate the principle of the 
Blo-Fan. 


181—Planned Home Laundry. As an aid to architects and 
builders in fulfilling a growing demand for planned home laun 
dries, Bendix Home Appliances, Inc., South Bend 24, Ind., ha 
published an “Architects Handbook.” Profusely illustrated, the 
40-page, board-covered book presents eleven plans for step-sav 
ing home laundries. The laundry rooms are lithographed in 
four colors and opposite each is a blue print of the floor plan 


183—Line Maintenance Tips. “Chance ‘lips on Line Con 
struction and Maintenance” is the title of an instructive bull 
tin published from time to time by A. B. Chance Co., 210 N 
Allen St., Centralia, Mo., manufacturers of line constructio1 
and maintenance equipment. Chance Tips contains items of 
current interest as well as new products of the manufacturer. 

184—Electrical Equipment Catalog. The Pyle-National Com 
pany, Chicago, IIl., announces a complete catalog describing al 
of their products, including the Pylets conduit fittings. The 
catalog contains information on a wide range of plugs and re 
ceptaclées, dust-tight and explosion-proof fittings, fixture han 
gers, etc. 

185—Flexible Cords and Cord Sets. Lowell Insulated Wire 
Company, Lowell, Mass., has available an illustrated fold de 
scribing their various types of cords and cord sets. Sizes, colors, 
and other pertinent information is given. 

186—Hot Water Heater. Informative and well-illustrated data 
are available from M. M. Hedges Manufacturing Co., Inc., 
Chattanooga, Tenn., on their line of Mertland Automatic water 
heaters. 

187—Flectric Fans. A 25-page, profusely illustrated booklet 
describes in complete detail this company’s line of 1947 fans. 
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Booklet available from Emerson Electric Manufacturing Co., St. 
i ouis Zi. Mo. 


188—Over-All Lighting. The F. W. Wakefield Brass Com- 
iny, Vermilion, Ohio, has announced a cleverly illustrated 
yoklet which begins with the fundamentals of lighting, pro- 
resses through the steps of how good lighting promotes easier 
eeing and the importance of adequate lighting in offices and 
rafting rooms, and concludes with discussion of a pertinent 
roblem—how to maintain lighting equipment at its originally 
esigned performance. 


190—Fluorescent Strip-Lite. Bulletin No. 147, available from 

sibson Manufacturing Company, 1919 Piedmont Circle, At- 
nta, Georgia, describes and illustrates the Strip-Lite fluorescent 
<ture. The booklet also gives diagrams showing installation 
1 display cases, general store lighting, industrial lighting, and 
vecial home lighting. 


191—Hole Cutter. A new folder featuring the “Jiffy” adjus- 
ible hole cutter for cutting holes in steel boxes, plates, tanks, 
tc., has been issued by Clyde W. Lint, 1144 West Washing- 
m Blvd., Chicago 7, IIl. : 


194—Hi-Strength Connectors. Jasper Blackburn Products 
orp., St. Louis 6, Mo., announce an attractive folder which 
kes the reader on a “behind the scenes” tour of their plant 
» see how the Blackburn Hi-Strength Connectors are made. 


196—Fluorescent Luminaire. Bulletin No. 1055 describes the 
Shaped Fluorescent Luminaire, which is so compactly de 
gned that it appears to be semi-recessed. Bulletin No. 1054 
scribes the Electro “Louver-Lite.” Both bulletins are avail 
ble from the manufacturer, Electro Manufacturing Company, 
hicago, Ill. : 


197—Attic Fans. “The A-B-C of Building Breezes” is the 
tle of highly informative and well-illustrated 47-page manual 
sued by Bar-Brook Mfg. Co., Inc., Shreveport, La. The 
Breeze-builder” attic fan is described in complete detail along 
ith installation and performance data. 


198—Re-Order Guide. A compact catalog depicting its com 
lete line of lighting fixtures is now available from Lightolier, 
Inc., Jersey City 5, N. J. Descriptions and photographs of 105 
lighting fixtures are to be found in this valuable booklet. 


199—Industrial Fixtures. Informative data may be obtained 
from the Workolite Company, 522 Cortlandt Street, Belleville 
), N. J., on their line of industrial fluorescent fixtures. 


200—Aluminum Building Wire. An attractive, 32-page book 
let on aluminum building wire has been announced by U. S. 
Rubber Company, Wire & Cable Dept., 1230 Avenue of the 
(Americas, New York 20, N. Y. Such data as conductivity, cor 
rosion resistance, soldering, voltage drop, etc. are given. — 

201—Adhesive Labels. Free samples and useful literature tell 
the story of self-adhesive Quick-Labels for marking wires, leads, 
ircuits, conduits, etc. The labels are manufactured by W. H. 
Brady Company, 815 N. Third St., Dept. L., Milwaukee 3, Wis. 


202—Lugs and Connectors. A profusely illustrated, 16-page 
booklet is available from Kreuger & Hudepohl, 5 East Third St.. 
Cincinnati 2, Ohio, describing their line of solderless terminal 
lugs and connectors. 


203—Lithonia Fluorescent Fixtures. A well-illustrated book- 
let describing in detail the manufacturer’s line of fluorescent 
fixtures for the home, office, store, and industry is available 
from Lithonia Lighting Products Company, Inc., Lithonia, 
Georgia. j 


204—Electric Churns. Three new model electric churns are 
described and illustrated in a leaflet available from Southern 
Electric Products, P. O. Box 406, Anderson, S. C. The com- 
pany manufactures the Dixie Maid line of electric churns. 


205—Cable Connectors. Bulletin 16, describing and_ illus- 
trating four distinctive types of service entrance cable connec- 
tors, each having its own advantages for a particular application, 
is available from The M. & W. Electric Manufacturing Com- 
pany, East Palestine, Ohio. Many other electrical fittings are 
also listed in this 19-page bulletin. 


_ 206—Electric Feedrail. A compilation of recent developments 
in the application of the Electric Feedrail distribution system 
as applied to portable lights and tools, moving test lines, cranes, 
and hoists and other industrial applications is offered in the new 
28-page Catalog No. 20 now available from Feedrail Corpora- 
tion, 125 Barclay St., New York 7, N. Y. 


_207—Water Heater Sales Manual. “Sizing the Job in Elec- 
tric Water Heater Sales” is the title of a manual issued by D. 
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W. Whitehead Mfg. Co., 609 W. Ingham Ave., Trenton, N. 
The manual also gives specifications of the various DWW 
electric water heater models. 


208—Air Conditioning. The Air Conditioning Products Com- 
pany, 2340 W. Lafayette, Detroit 16, Mich., has just issued a 
new catalog, 42-B, containing complete information about its 
“Air-Flo” line of automatic shutters, automatic ceiling shut- 
ters, automatic back draft dampers, manually operated shut- 
ters and motor operated shutters. 


209—Chemclad Insulated Wire. Regularly mailed “Stock 
List and Shipping Expectations” for Chemclad Thermoplastic 
Insulated Wire, types T and TW, is a free service now from 
Carolina Industrial Plastics Corporation, Mount Airy, N. C. 


210—Industrial Fans. An informative catalog, illustrating and 
describing the complete line of Berns Air King fans and parts, 
is — from Berns Mfg. Corp., 2278 Elston Ave., Chica- 
go, Ill. 


211—Lighting Equipment. A new catalog, No. 4-A, cover- 
ing the entire ns of Guth fluorescent and incandescent light- 
ing equipment, including the latest improvements and_ new ad- 
ditions, ~ been announced by the Edwin F. Guth Company, 
2615 Washington, St. Louis, Mo. 


212—Seco-Lite Fans. New bulletins by Seco-Lite Manufac- 
uring Co., 4916 Easton, St. Louis 13, Mo., are now available, 
illustrating Seco Belt-Driven cooling fans and window fans. Bul- 
letins contain data on installations in homes, apartments, com- 
mercial and industrial applications. 


213—Keystone Lighting Fixtures. The new line of fluores- 
cent and incandescent lighting fixtures for commercial, indus- 
trial, and residential use is clearly described and illustrated in a 
catalog just announced by Keystone Electric Mfg. Co., Dept. 
C, 2228 E. Tioga St., Philadelphia 34, Pa. 

214—Cold Cathode Fixtures. Complete factual data concern- 
ing installation and performance of standard cold cathode fluor- 
escent lighting fixtures and lamps are available from Federal 
Electric Company, Inc., 8700 South State Street, Chicago 19, 
Ill. 


215—Electrical Accessories. A 16-page booklet, describing 
and illustrating many types of electrical fittings such as steel 
floor boxes, spotlight units, “L” shape boxes, etc., may be ob- 
tained from B and C Metal Stamping Company, 95 Piedmont 
Ave., S. E., Atlanta, Ga. 


216—Lighting Fixtures. Catalog No. 47, just released by 
Moe-Bridges Corporation, Sheboygan, Wisconsin, contains all 
information on previously announced items—Light-in-Line, 
Unite-a-Lite, open commercial types, kitchen units, pin-ups, 
commercial strip, Circline and Sterilite germicidal disinfector. 


217—Wire Connectors. Hi-Scale Products Corp., 217 Cen- 
tre Street, New York 13, N. Y., announces data on their com- 
plete line of bakelite wire connectors, including specifications 
and price. 


218—Busduct Calculator. <A slide rule type calculator for cal- 
culating busduct voltage drops is available to electrical engineers, 
architects, and electrical contractors from Frank Adam Electric 
Co., P. O. Box 357, St. Louis, Mo. Load in amperes and 
length in feet are set on the calculator to read voltage drop. 


219—Chromalox Heating Units. An attractive loose-leaf bin- 
der containing Chromalox heating unit bulletins, samples of 
direct mail folders, and other sales aids is now available from 
Edwin L. Wiegand Co., 7500 Thomas Blvd., Pittsburgh 8, 
Pa. The bulletins cover the triangular electric range units, 
the Super-Speed range units, range replacement units, and a 
wide range of heating units for industrial and special applica 
tions. 


220—Aluminum Switch Boxes. Information on this’ line of 
aluminum switch boxes is available from Arrow Manufactur- 
ing Company, P. O. Box 1516, New Orleans, La. The boxes 
are available for BX, Romex, and conduit. ‘The manufacturer 
offers immediate delivery. Samples will be furnished on re- 
quest. 


221—Electric Motors. Full information on Hoover fractional 
horsepower electric motors is contained in a four-page folder 
which is available from The Hoover Company, Electric Motor 
Div., North Canton, Ohio. This illustrated, two-color pamphlet 
explains special features and advantages of the Hoover motor 
and contains a list of 24 ways to use it. 


222—Germicidal Lamps. A six-page booklet describing the 
varied applications of germicidal lamps in farm buildings has 
been released by the Lamp Department, General Electric Com- 
pany, Nela Park, Cleveland 2, Ohio. 
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Your Work 
Can Wait! 








“It plays continuously for two hours, 
and also makes its own selections” 





“It's just a little contraption | rigged up 
to help maw take her cakes out of the oven” 
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"Daddy, whats a franchise?" 


Tue best answer is: “It all depends!” 
Suppose you have a franchise to 
sell a brand of radios, and there’s 
somebody else down the street with 
a franchise to sell the same brand 
. or even 30 or 40 others in the 
same community. 

What’s a franchise then? 

It can be an invitation to grief— 
an invitation to become involved in 
price-cutting, special deals and 
unequal advertising support. 

That’s one extreme. On the other 
hand, there’s the Sparton franchise. 

The Sparton franchise is an exclu- 
sive franchise. It’s backed up by the 


aon 


SCMP—Sparton Co-operative Mer- 
chandising Plan, the plan that cuts 
the cost of radio distribution. Spar- 
ton’s basic policy is one Sparton 
dealer in each community; ship- 
ments are made direct from factory 
to him. Sparton’s sales-building 
national advertising and promotion 
works locally for him and him alone, 

The Sparton franchise means the 
exclusive right to sell radio’s most 
sensational line—priced to compete 
with even the mail order houses at 
a profit! 

Why not write today and ask us 
whether the Sparton franchise is 
still available in your community? 


THE SPARKS-WITHINGTON COMPANY 
JACKSON, MICHIGAN 


Radio’s Richest 
Franchise 

















Pp DEALER 


in each community 
Check These 
Profit-Increasing Features 


® One exclusive dealer in each 
community 


® Direct factory-to-dealer shipment 
® Low consumer prices 
® National advertising 


® Factory prepared and distributed 
promotion helps 


® Seasonal promotions 
® Uniform retail prices 


® Products styled by outstanding 
designers 





SMALL SET 
WINNERS, TOO! 


See the new Sparton 
luggage -type portable 
(Model 606) for battery, 
AC/DC current. 


MODEL 7-BM-46-PA—Auto- 
matic radio-phonograph 
in walnut or mahogany 
veneers. With 10” speak- 
er, “roll-out” phono- 
graph drawer. Has three 
wave bands. List $169.95. 


MODEL 10-BM-76-PA— 
Automatic radio-phono- 
graph with FM. “Roll- 
out” phonograph drawer, 
10” speaker. Finished in 
mahogany or walnut 
veneers. List $259.95. 


PRICES SLIGHTLY HIGHER WEST OF ROCKIES 
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MODEL 201—Table auto- 
matic radio-phonograph 
in rich mahogany fin- 
ish. Automatic record 
changer, vacuum-lift lid, 
illuminated slide - rule 
dial. List $79.95. 


PERIOD MODEL—No. 1007— 
Radio-phonograph with 
FM—in choicest of ma- 
hogany veneers. Also 
Contemporary Model in 
finest mahogany veneers. 
List $229.95. 


See the new S parton 
utilities. Model 100 in 
gleaming ivory finish; 
Model 101 in ebony 
black finish. 
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MeManus New President 
Of Georgia Power 


C. B. McManus has been elected 
president of the Georgia Power Com- 
pany succeeding Preston S. Ark- 
wright, Jr., whose death occurred re- 
cently in Washington, D. C. 


MeManus 


At the same time, Dan Mac- 
Dougald, senior member of the law 
firm of MacDougald, ‘Troutman, 
sams & Branch, was elected chairman 
of the board of directors, and John A. 
Sibley, president and chairman of the 
‘Trust Company of Georgia, was also 
elected to membership on the board 
of directors. 

Mr. McManus was born in Smith- 
ville, Ga., in 1895. After receiving 
his early education in the public 
schools of Smithville, he attended the 
Alabama Polytechnic Institute at 
Auburn and was graduated in 1916 
with a degree in electrical engineer- 
ing. Upon finishing college, he 
joined the Westinghouse company in 
Pittsburgh to continue his technical 
training. He received further spec- 
ialized training at the General Elec- 
tric Company. Early in 1918, he 
joined the United States Army and 
was commissioned a second lieuten- 
ant in the Corps of Engineers. 


+4 


OF THE INDUSTRY 


Mr. McManus joined the Georgia 
Power Company in 1927 as superin- 
tendent of district operations, after 
spending a number of years in various 
important managerial positions in 
public utility operations. He became 
assistant operating manager in 1929, 
and has been a director since 1945. 
At the time of his elevation to the 
presidency, he was serving the com- 
pany as vice-president and director of 
operations. 


Deepfreeze Distributors 
Hold Regional Conference 


AN OUTSTANDING direct mail plan 
for Deepfreeze dealers was announced 
at the Regional Sales Conference, 
held at the Georgian Terrace Hotel, 
Atlanta, Ga. The meeting, presided 
over by Thoben Elrod, regional sales 
manager, Deepfreeze Division, Motor 
Products Corporation, was attended 
by approximately 75 distributors from 
the Southern region. 

In addressing the conference, F. F. 
Duggan, general sales manager, said, 
“The home freezer industry is a 
young industry, but it is coming of 
age. We believe that 1948 will be 
the ‘year of decision.’ ‘The dealers 
will have to decide which lines they 
will keep and which lines will be dis- 
continued. The public is now decid- 
ing which dealers will stay in business 
and which dealers will fold up. 

“Hundreds of thousands of pro- 
spects are partially sold on the home 
freezer. All that remains to be done 
to clinch the sales is the kindling of 
the flame of interest. That flame 
can be kindled by a special direct 
mail plan which has been prepared 
by Deepfreeze. This plan provides, 
at low cost and without any effort on 
the part of the dealer, a sales-produc- 
ing mailing piece for each of his pro- 
spects, each month from April to De- 
cember, 1948. Each mailing piece 
will be personalized with the dealer’s 
name, address, and telephone num- 
ber. To receive this service, the deal- 
er has only to submit a list of at least 
200 prospects in his area. The charge 
for this mailing service is 7 cents per 


prospect, per month. ‘This new sery 
ice,” said Mr. Duggan in closing, 
“will add thousands of ‘new’ salesmen 
each month promoting the sale of 
Deepfreeze home freezers.” 

Others who participated in the pro- 
gram were: G. H. Smith, vice-pres- 
ident and general manager; R. V 
Newbell, advertising and sales promo 
tion manager; S. J. Seibert, product 
service manager; Miss Mary Steele, 
Georgia Power Company; and How 
ard Bede, account executive, Leo Bur 
nett Advertising Agency. 

On display were the 1948 model 
of the Deepfreeze line, including 
three new models designated as C-5, 


B-5, and B-16. 


Four-Lamp Package 
Introduced by G-E 


DEVELOPMENT of a new and re 
volutionary lamp-bulb merchandising 
package, a compact carton containing 
four instead of the customary six 


The new four-lamp package, re- 

cently developed by G-E offers 

greater convenience in purchasing, 
carrying, and storing. 


household lamps, was announced re- 
cently by General Electric.Lamp De- 
partment at its Nela Park headquar- 
ters. The new blue-and-yellow car- 
ton contains two snugly-fitting 
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STRIP LIGHTING MADE EASY 
and Economical 



























OR: Ree ce Tm ? 





















Continuous strip lighting can now - — 
be easily installed without special ial eo ae 
manufacturing requirements. A 


sure fire industrial feature which 2 ___ 
steps up production in plants and a 
uses a minimum amount of cur- 
rent. Sales talks cannot explain 
what one sample can prove. Ask 
your wholesaler or 
write us today and 
you'll be proud of 
your Work-O-Lite 
installations. 


































A handsomely finished, well 
made commercial fixture 
that requires no special wir- 
ing to install. An assurance 
of lasting satisfaction to 
your customer. 











i 


— 







A simple design that is beautiful in appear- 
ance and extremely efficient in operation — 
a fixture you can specify with utmost 

confidence. All Work-O-Lite fixtures carry ’ 


ASK YOUR LOCAL 
WHOLESALER TODAY 











MFGS. OF COMMERCIAL, INDUSTRIAL, RESIDENTIAL INSTALLATIONS 













(AMO) M. ORLICK, Southern Rep., P. O. BOX 1033, SANFORD, N. C. 
WORK-O-LITE CO. — 522 CORTLANDT ST., BELLVILLE 9, N. J. 
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sleeves, or wrappers, each of which 
firmly holds two standard _inside- 
frosted 60-watt lamps. 

The new 4-lamp package, the re- 
sult of an intensive 500,000-lamp pre- 
ference survey conducted in five med- 
ium sized communities, is designed 
expressly to contain GE 60-watt 
bulbs. However, the modernized 
container may, it is believed, lead to 
sweepng changes in the packaging of 
other G-E lamps. 

Because of the magnitude of the 
project productionwise and the time 
required to clear nationwide channels 
of distribution, it probably will take 
several months for the new G-E car- 
tons to find their way to the store 
shelves of the country. 


Johnson Elected 
NEMA President 


WituiAM C. Jounson, 45-year-old 
executive vice-president in charge of 
the general machinery division of 
Allis-Chalmers Manufacturing Co., 
Milwaukee, was elected president of 
the National Electrical Manufactur- 
ers Association at the twenty-first an- 
nual meeting of the association in 
Atlantic City. He succeeds R. Staf- 
ford Edwards, president of Edwards 
and Co., Inc., Norwalk, Conn. 

A native of Birmingham, Ala., Mr. 
Johnson joined Allis-Chamlers twenty- 
three years ago as a foundry helper. 


William C. Johnson 


His executive career in the company 
embraces service in the district of- 
fices at Atlanta, Ga., Chattanooga, 
Tenn., and Knoxville, Tenn., in ad- 
dition to Milwaukee. 

Mr. Johnson has served NEMA as 
a member of its board of governors 
and as a vice-president sinee 1944. 
He also is a director of the National 
Industrial Conference Board. 

Three new members of NEMA’s 
Board of Governors were elected: 
J. H. Ashbaugh, vice-president of 
Westinghouse Electric Corp., Mans- 
field, Ohio; D. F. G. Eliot, vice-presi- 
dent, Western Electric Co., Inc., New 








UNUSUAL DISPLAY PROMOTES SALES — Several replicas of the unique 

Silex “Merry-Go-Round” coffee shop, which has attracted so much atten- 

tion at trade shows and exhibits, are now being used for retail promotions 

in department stores around the country. The gay red and white parasol 

revolves slowly, giving motion and life to the entire display. A message on 

the parasol invites the passer-by to enjoy a cup of coffee made in a Silex 
Coffee Maker. 


56 


York, N. Y.; and J. J. Nance, presi- 
dent of Hotpoint, Inc., Chicago. 

Two new _ vice-presidents were 
elected: B. W. Clark, vice-president 
of the Westinghouse Electric Corp., 
Pittsburgh; and Whipple Jacobs, 
president of the Belden Manufactur- 
ing Co. 

E. E. Potter, vice-president, Gen- 
eral Electric Company, New York 
was elected treasurer. 


Cory Service Stations 
Set up by Manufacturer 


A NEW SERVICE policy fo: the glass 
coffee brewer division of The Cory 
Corporation, of Chicago, has been an 
nounced. 

Under the new system, certain in 
dependent concerns nation-wide aré 
to be franchised as Cory Corporation 
Coffee Brewing Equipment Service 
Stations. These service outlets will 
be located in every major marketing 
area and function under the direct 
supervision of the factory. 

Minimum service standards have 
been set up and are fully outlined in 
an initial bulletin to all station opera 
tors. This minimum service standard 
covers the quality of repair work t 
be maintained, the repair routine t 
be followed and stresses speed of ser 
ice and the policy of the customer al 
ways being right. 

This initial bulletin also suggests 
and strongly recommends that the sta- 
tion operator maintain a “unit loan- 
ing” system for domestic equipment. 
With this system, the customer would 
be furnished with a “loaner” unit for 
his use while his own is being re 
paired. Arrangements have been 
made whereby the station operator 
may secure these “loaning units” with 
the understanding that these units are 
to be used for that purpose only. 


Roanoke Firm Celebrates 
Thirty-Fifth Anniversary 


RICHARDSON - WAYLAND Electrical 
Corporation, of Roanoke, Va., recent 
ly celebrated its 35th birthday. Th« 
firm, which handles large electrica 
contracting, small contracting, pole 
line construction, and the wholesal 
ing, retailing and servicing of hom« 
appliances, reports that it had ove! 
5,000 visitors during the celebration 

The firm covers all phases of elec 
trical construction such as commer- 
cial building, industrial _ plants, 
schools, colleges, generating plants, 
substations, transmission, distribution 
and communications lines. Richard- 
son-Wayland has built over 300 sub- 
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CRESCENT 


ABC 
ARMORED CABLE 


Has These Improved Features 
Which Make Installation 


Easter -- Quicker -- Safer 


BOND STRIP UNDER ARMOR 

Permanently low armor resistance is provided in 
sizes No. 14 and 12 AWG by use of a flattened, 
bonding wire which is in contact with the under 
side of each convolution. These sizes now are smaller 
and lighter since they use the smaller diameter 
be R conductors of the 1947 National Electrical 
Code. 


PREFABRICATED BREAK LINES 


The Cut Mark (at 112” intervals) shows the location 
of a prefabricated breaking line inside the armor. 
Only a few strokes of a file guided by the Cut 
Mark are required to cut through one outer ridge, 
and a bend by hand severs the armor. This results 
in a clean separation with no sharp edge—a safer, 
easier and faster job. The prefabricated breaking 
lines are so designed that there is no reduction in 
tensile strength, bending quality, crushing resistance 
and electrical conductivity of armor. 

ARMORED CABLE In the last 20 years alone, over SIX PULL OUT PAPER 

% : BILLION FEET of Armored Cable 


|) 2 | have been produced by the industry. ars 











Armored Cable provides the only gen- 
ie ANNIVERSARY | eral purpose, factory-assembled and 
1897 — 1947 ; tested, metal protected wiring system. 
~ Write for BULLETIN 455 


CRESCENT 


WIRE and CABLE 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, N. J. 
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stations for a number of utilities in 
the states of Indiana, Ohio, Ken- 
tucky, Tennessee, West Virginia, 
Virginia, Maryland, and Delaware. 

During the past ten years, the com- 
pany has paid out in wages to hourly 
construction workers alone, over $5,- 
000,000. A large share of that pay- 
roll has gone to workers making their 
homes in Roanoke and the surround- 
ing vicinity. During the past several 
years, the firm has averaged between 
300 and 500 employees. 


Electromaster Unveils 
New Range Line 


THE NEW 1948 une of Electro- 
master electric ranges was unveiled to 
approximately 50 district representa- 
tives and key factory personnel at a 
meeting recently in Detroit. 

President R. B. Marshall said that 
despite the critical steel situation, 
initial output is being scheduled at an 
all-time peak level. 

“However, demand is such that 
1948 models will be in short supply 
for months to come,” he added. “In 
addition, our production schedules 
are necessarily tentative and subject 
to material shortages, etc. I feel 
though that getting off to this flying 
start is indicative of the confidence 
we have in public reception of the 
new Electromaster line.” 

Gerald Hulett, vice-president in 
charge of sales, pointed out that the 
Detroit firm had pioneered such 
firsts in the electric range field as 
table top models, all steel construc- 
tion, porcelain enamel finish and full 
cooking capacity in Spacesaver ranges. 
He added that the ’48 line marks an- 
other significant milestone in Electro- 
master history of “firsts” by the intro- 
duction of the “oven eye’, an exclu- 
sive feature in the electric range in- 
dustry. 

Advertising Manager Roy  B. 
Blanchard outlined an expanded ad- 
vertising and sales promotion pro- 
gram planned by Electromaster dur- 
ing the coming year. 


Jacobs Company Appoints 
Chattanooga Distributor 


A NEW Disrriputor for the Laun- 
derall automatic home laundry has 
been announced by Edward A. Ash, 
director of the F. L. Jacobs Company’s 
Appliance Division. 

The new distributor is Bryant & 
Trimble, Inc., 406 Broad Street, 
Chattanooga, Tenn. A. E. Trimble is 
president of the company and H. T. 
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NEW BUILDING FOR RAYBRO—The new building recently completed for 
Raybro Electric Supplies, Inc., wholesalers of Tampa, Fla., is located ov 
the corner of Northwest Ist and 8th Avenues. It gives the firm approxi- 
mately 15,000 square feet of storage space and houses its display rooms, 
offices, and warehouse. Below is the group which attended Raybro’s state- 
wide sales meeting in Miami, Fla. Conducted by M. O. Hollis, seeretary- 
treasurer, and W. R. Young, supply sales manager, the meeting was attended 
by all of the salesmen and sales personnel from Raybro’s branches in 
: Jacksonville, St. Petersburg, Tampa, and Miami. 


Wilmotte will be in charge of service. 

Other ‘Tennessee territories are 
handled by the Allied Appliance Dis- 
tributors, of Knoxville, Memphis, and 
Nashville. 


Mullins History Given 
In Anniversary Book 


How a tiny cornice works and a 
small roofing concern grew into a 
modern industry is told in a 75th an- 
niversary book just released by Mul- 
lins Manufacturing Corporation, of 
Salem and Warren, Ohio, makers of 
Youngstown Kitchens. 

Entitled simply “The Story,” the 
80-page book relates in narrative 
style how the W. H. Mullins Co., of 
Salem, and the Youngstown Pressed 
Steel Co., of Youngstown, grew, mer- 


ged, and became an industry within 
three plants, employing 3,800 peo- 
ple. Nearly 150 photographs and 
drawings are used in the book. 

The book traces the development 
of the many products made by M 
lins in past years and shows how t 
kitchen equipment business devel: 
ed. The story of each product, si 
as metal statuary, steel boats, met 
signs, and washing machine tubs 
picts an era in the 75-year history. 


Contractors Appointed 
To Examining Board 


THREE ELECTRICAL contractors, 2! 


of Asheville, N. C., have bee 
named members of the Buncomb 
County Electrical Examiners Board. 
They are William B. Swanger, Fran! 
Hyatt, and Max Israel. 
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Gary Wise 


Personnel Changes 
For Holdenline 


[HE Boarp or Direcrors of Hol- 
dealine Co. have announced three 

nges in the structure of the organ- 
ization. 

Jean Holden, president, who for 
many years has devoted much of his 
time to the interests of the lighting 
industry becomes chairman of the 
board and will free himself from active 
company management to devote his 
full time to all-industry work. He 
will retain his full financial interest in 
the company and participate actively 
in all problems of lighting design. He 
is chairman of such key committees as 
NEMA research and the _ technical 
research committee of IES. 

Associated with Mr. Holden since 
early fluorescent days, Harry Ingra- 
ham has been elected president and 
general manager, and Gary Wise be- 
comes vice-president. 


Workers’ Contribution 
Spirit of Christmas 


[THE ELECTRICAL WORKERS of 
id, Oklahoma, in co-operation with 
he electrical contractors of the city, 
have announced what constitutes a 
jor contribution to the spirit of the 
hristmas season. These two groups 
ave offered their services without 
harge in erecting the Christmas dec- 
tions which are to be put up in 
id for the holiday season. 


New Wholesale Firm 
‘ormed In Texas 


\ NEw WHOLESALE electrical sup- 
p'y company has been organized in 
Wichita Falls, Texas, to operate un- 
dcr the name of R & A Supply Com- 
pany. Carrying a complete line of 
electrical supplies, commercial, indus- 
trial, and residential lighting fixtures, 
as well as small appliances, the com- 


Dean Holden 


Harry Ingraham 


pany will operate in a territory that 
includes Southwestern Oklahoma and 
Northern Texas. 

Manager of the new electrical 
wholesale company is Joe W. Rob- 
bins, formerly with the Nunn Elec- 
tric Company, of Wichita Falls, 
where he served as salesman, sales 
manager, manager, and for the past 
four and one-half years as co-owncr. 


Jenkins to Head 
Service Association 


NEWLY ELECTED president of the 
Southeastern Chapter of the Nation- 
al Industrial Service Association is 
J. E. Jenkins, of Charlotte, N. C. 
Others elected at the annual meeting, 
held in Richmond, Va., are Howard 
A. Lilly, vice-president, of ‘Tampa, 


Fla., and W. H. Grey, secretary- 
treasurer, of Greenville, S. C. 

Speakers heard at the meeting were 
H. A. Lilly; C. K. Bryant, Sr., Gas- 
tonia, N. C.; F. W. Willey, Cincin- 
nati, Ohio; Dr. Wm. T. Muse, Univ. 
of Richmond Law School; Roy 
Shinault, Richmond, Va.; J. E. Jen- 
kins; B. A. Siddall, Sumter, S. C.; 
D. R. Boone, Westinghouse Electric 
Corporation; and J. Arthur Turner, 
Tampa, Fla. 


Expanded Advertising 
Planned by Kisco 


Pians for an expanded 1948 ad- 
vertising and merchandising program 
for the Kisco Circulair, floor model 
air circulator, have just been announ- 
ced by Kisco Company, Inc., of St. 
Louis. 

The campaign, built around an en- 
tirely new selling theme which will 
highlight every phase of the program, 
will be launched shortly with a 
schedule of full and half-page inser- 
tions in tradepapers throughout 1948. 

Emphasis will be on close co-op- 
eration with Kisco distributors and 
dealers, who will be backed up with a 
wide variety of advertising and mer- 
chandising helps. Colorful booklets 
attached to each Circulair will pro- 
vide sales and operating information 
for salespeople and customers. A 
special sales manual will also assist 
the retailers. TF olders, mailing pieces, 


IMPROVING THEIR TECHINQUE—The wives of three Virginia appliance 

dealers polish up their ironing technique at the General Electric Consumers 

Institute, Bridgeport, Conn., so that they will be able to give better dem- 

onstrations in their husbands’ stores. Mrs. Russell Johnston, Salem Hard- 

ware, Salem, puts a pillow case through the rotary ironer as Mrs. Floyd 

Bryant, Bryant Electric, Norfolk, left, and Mrs. Gilbert Seay, Electric Service 
Corp., Roanoke, look on. 
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newspaper mats and several unusual 
action displays, all featuring the same 
dramatic selling theme, will round 
out the retail promotion program. In 
addition, tie-in material will be pro- 
vided for Kisco distributors. 

The H. George Bloch Advertising 
Company of St. Louis, newly-appoint- 
ed agency for Kisco Company, Inc., 
is preparing and directing the cam- 
paign. 


Appliance Dealers 
Attend Opening 


More than 300 appliance dealers 
attended the opening of the new dis 
play and sales rooms of 555, Inc., 
wholesale appliance division, in Little 
Rock, Ark. Approximately 50 fac- 
tory representatives and_ executives 
were introduced during the two-day 
program by John H. Allen, vice-presi- 
dent and manager of the appliance di- 
vision. 

The program, which included dis- 
cussions on the factories’ sales and 
promotion programs for 1948, was 
brought to a close with an open 
house in the new auditorium and dis- 
play rooms on the fourth floor, where 
dealers inspected new models of home 
laundry equipment, refrigerators, and 
other home appliances. 


GUESS WHO? Give up? Well, it’s 
none other than that famous iron- 
ing authority, Dr. Gninori, Ph. D., 
explaining ironing procedure 
“prior” to the invention of the 
Never-lift iron manufactured by 
Proctor Electric Company. Dr. Gni- 
nori (ironing spelt backwards) Ph. 
D. (Proctor’s hot development) is 
none other than Oswald MacCarthy, 
eastern regional manager for Proc- 
tor, who is modeling the native 
costume he brought back with him 
from China where he spent the war 
years — but not ironing! 
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Standards Publications 
Added to NEMA List 


IMPORTANT ADDITIONS to the in- 
creasing list of NEMA standards pub- 
lications have been announced. The 
first addition, Standards for Coupling 
Capacitors and Potential Devices, 
Publication No. 47-123, covers the rat- 
ing, testing, performance and manu- 
facturing of coupling capacitors and 
potential devices. ‘This 22-page man- 
ual is priced at $1.00. 

Standards for Conduit Fittings, 
Cable Fittings and Accessories, Pub- 
lication No. 47-125 covers fittings 
and accessories for rigid conduit, flex- 
ible metallic conduit, electrical metal- 
lic tubing, service entrance cable, ar- 
mored cable and non-metallic sheath- 
ed cable. Priced at $.60, the publica- 
tion contains 26 pages. 

A third addition, Standards for 
Single- and Multiple-Conductor Flex- 
ible Cords with Vulcanized Synthetic 
Insulation and Lead- or Mold-Cured 
Synthetic Jacket, Publication No. 
+7-124, covers single- and multiple- 
conductor flexible cords, sizes 18 to 
10 AWG, inclusive, with vulcanized 
synthetic insulation and jackets which 
are cured in a mold or continuous lead 
pipe and may be either. oil resistant 
or standard. ‘This manual contains 
22 pages and is priced at $.50. 

The following American Standards 
have been approved as NEMA Adopt- 
ed Standards: Method of Computing 
Food Storage Volume and Shelf Area 
of Automatic Household Refrigerators 
(American Standard B38, 1-1944): 
and Test Procedures for Household 
Electric Refrigerators (Mechanically 
Operated) (American Standard B38. 
2-1944). 

Standards for Tube ‘I'ype Designa- 
tions, Publication No. 504 was for- 
mulated by the Joint Electron Tube 
Engineering Council and has been is- 
sued as a joint RMA-NEMA Stan- 
dard. 


NERA Appoints Dyer 
Regional Director 


ANNOUNCEMENT of the appoint- 
ment of J. H. Dyer, of South Jackson- 
ville, Fla., as regional field director of 
NERA, has been made by C. C. 


Simpson, managing director. His 
territory will include Florida, Georgia, 
Alabama, Mississippi, Tennessee, 
Louisiana, North and South Caro- 
lina, and Virginia. 

During the next’ two months, Mr. 
Dyer will employ three additional 
field directors to work under his di- 
rection in developing the association 


work in the various states assigned t» 
him. 

Mr. Dyer is well acquainted wit 
the electrical industry in the Sout! - 
east. He was connected with the 


J. H. Dyer 


Capital Electrical Corporation for a 
number of years. He served as Atl 
ta branch manager for the National 
Electric Products Corporation. I< 
three years, Mr. Dyer was a field 
director for the National Electrical 
Contractors’ Association at whic! 
time he covered 27 states for this as 
sociation. 

Mayo Clark, of Decatur, Georgia, 
has been appointed Atlanta chairmai 
of NERA, and Bob Shelley has b 
appointed chairman for North Geo 
gia. 


Iron Exchange Plan 
Announced by G-E 


UNDER THE TERMS of a new poe 
now in effect, General Electric’s d 
ers are authorized to offer their « 
tomers an iron-for-iron exchange 
those designated irons which fail 
der the terms of the warranty, M. 
Ross, manager of the company’s h« 
ing device division, has announc 

The new exchange policy ma 
it possible for customers to ret 
specified General Electric irons wh 
have failed to perform according 
guarantee and to obtain new 
from their dealers. 

The dealer simply ships the fau 
iron to the nearest G-E applian 
service center and receives, in turn 
new iron to replace the one he ga 
his customer. 

The policy was made possible | 
cause of the extremely low percenta 
of GE irons which fail under th 
terms of the guarantee, according ! 
Mr. Ross. 
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WPLEX OUTLET Aisi 
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ed Plastic; double- 
plaster ears; 
er wiring, 


Heavy mold 
sided contacts; 
designed for east 
quicker installation. 


No. 120 
1OA-250V 15A-125V 
le in Ivory and 


Availar Molded Plastic 


Brown 


saa (Shippin 
OA “ae 15A-125V ae te. 
1 ° 
i in Ivory and 
Availa Molded Plastic 
i Ox. 

ipping weight appr 
(0 Ibs. per 1000) 


Ivory and Brown 


@ FLUSH PLATES 


g wt. approx. 
per 1000) 





bey 


I FT - I aa 


Shipped 
Immediately 








First Quality Heavy Plastic — Will Not Warp , WE SUPPLY ELECTRICAL WHOLESALERS AND JOBBERS ONLY 





Each plate packaged in an individual envelope 4 Samples sent upon request. 
; : L ‘ . F. O. B. 
complete with metal screws. Terms: Less 2%, 10 days, F. O. B. Les Angeles 


pprox. shipping wt. per 1,000: Singles 44 lbs, Doubles 80 Ibs, Triples 115 lbs ~ , PLAC E YOU R OR DE R TO DAY 


ALL-PLASTIC MANUFACTURING CO. 


501 N. Figueroa Street ¢ Phone TRinity 0851 © Los Angeles 12, California 


Address all correspondence to P.O. Box 2135, Terminal Annex, los Angeles $4, California 
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1201—Tandem Toaster 


Manufactured by Samson United 
Corporation, Rochester, N. Y. 


THE TANDEM ARRANGEMENT Of this 
unusual toaster makes possible its use 
on a shelf, sill or ledge only four 
inches wide. The unit features a 
single slot, 10% inches long, which 
holds two regular slices of bread end- 
to-end, or almost any large single 
slice of home-made bread or “cottage” 
loaves. 

A turn of the large dial on the 
front lowers the bread for toasting. 


ELECTRICAL 


One knob controls the amount of 
toasting, while a third knob permits 
release of the toast before the nor- 
mal cycle of operation is completed, 
if the user desires. The toast pops up 
a full two inches, permitting easy re- 
moval without touching hot surfaces 
or using a fork. A slide-out crumb 
tray catches all crumbs and melted 
butter and is easily removed for clean- 
ing. The three-footed base, made of 
burgundy bakelite, is designed for 
stability even on uneven surfaces. 
The chromium-plated shell is of one- 
piece construction. 
* & ve 


1202—Humidifier Unit 


Manufactured by Fresh’nd Aire Com- 
pany, Division of Cory Cozp., 
Chicago, III. 


SMALL, compact and _ attractively 
finished, the Humidifier is designed 
to add the correct amount of mois- 
ture to properly humidify the air in 
living and working areas. 

The fan draws air in past the grill 
work and through the filter, over 
which there is a constant flow of wat- 








Electrical South 
1020 Grant Building 
Atlanta 3, Ga. 


Company 
Position or Title 


Street Address 





Please send me additional information on the following 
New Electrical Products described in this issue: 


December, 1947 




















er. The air is then filtered, washe 
and purified, and blown gently anc 
quietly out the top. An attractive 
stainless steel guard protects the fin 
gers from the fan blade. The wate 
reservoir has a capacity of three gal 
lons and is easily filled from the side 


The evaporation rate is from one-hal 
to two pints per hour, depending on 
the relative humidity of the air. 

The unit is 16% inches high, 1: 
inches in diameter, and weighs 1‘ 
pounds. It features a 48-watt shade 
pole electric motor, 60 cycle, 11° 
volts a-c. The Humidifier is listed b 
Underwriters’ Laboratories, Inc. 

x x a6 


1203—Chance Cross Arms 


Manufactured by A. B. Chance Com 
pany, 210 Allen Street, Centralia, Mo 


UsED TO HOLD energized conduc 
tors at a safe distance while replacin: 
poles, cross arms, or insulators, thes 
auxiliary cross arms can be quickl: 
applied to power lines with the new 
lever action, safety locking Chanc: 
Chain Tightener, which is made o 
heat treated aluminum alloy. 

Aluminum alloy castings are used 
for all fittings except wing nuts anc 
wire holder pins, effecting a consider 
able reduction in the weight linesmen 
must handle on the pole. All three 
arms, rigid, dual, and hinged, may b« 
used as side arms or lifting arms. The 
dual and hinged arms can be adjusted 
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* Industrial Plug-In Bus for 


Electrical Distribution 


This man is reaching overhead 
to plug-in additional production 
machinery to the electrical dis- 
tribution system. Below him all 
the other machines in the line 
continue running. Because his 
plant has N.E. Industrial Plug- 
In Bus, motorized equipment can 
be added or removed any time 
without shutting down the produc- 
tion line! The Plug-In device he 
is holding was connected to the 
machine before being brought 
into position. 

Besides permitting production 
to roll ahead while this man 
changes equipment, /Pl Bus 


NATIONAL ELECTRIC 
IPI“ pus 


Saves you money in other ways: 
1. Eliminates the necessity of dis- 
tribution panelboards. 


2. Every foot of the distribution 
system is usable—machines 
can be plugged in anywhere 
along the busway. 


3. It is self-contained and 100% 
salvageable. 


Let us assist you in determining 
how this efficient distribution 
system can best be installed to 
meet your requirements. Call 
our nearest sales office, or write 
for IPI Bus literature today. 
National Electric Products Cor- 
poration, Pittsburgh 30, Pa. 


Products eae 
Pittsburgh 30, Pa. 
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to lift all conductors simultaneously 
on ridge pin construction. The arms 
are made of selected spruce and 
tested to withstand 75,000 volts per 


foot. 
= * * 


1204—Industrial Unit 


Manufactured by Mitchell Manufac- 
turing Company, 2525 Clybourn Ave- 


nue, Chicago 14, III. 


AN ALL-PURPOSE industrial fluore- 
scent unit, Model No. 2098 uses two 
40-watt fluorescent lamps mounted 
in a reflector scientifically designed 
for maximum lighting efficiency. The 
unit features strong steel wireway 
construction, with brackets and 
knockouts for chain suspension, rigid 
rod mounting or surface mount, in 
single or continuous rows. 

The reflector is 11 inches wide and 
is finished in hard, glossy baked white 
enamel. The unit is equipped with 
latest type ballasts, sockets and FS-4 
Starters. It operates on 110-125 
volts, 60 cycles a-c. 

* * a 


1206—Exhaust Ventilator 


Manufactured by Pryne & Co., Inc., 
Los Angeles 54, Calif. 


Comarninc the intake principle of 
a fan with the discharge principle of 
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Use coupon on page 62 to ob- 
tain additional information on 
these new electrical products. 





a blower, and providing both volume 
and power, the Blo-Fan electric ceil- 
ing ventilator can be installed be- 
tween the joists, directly above the 
kitchen range, or in the bathroom, 
game room, or laundry. 

The Blo-Fan housing occupies only 
314 inches above or behind the plas- 
ter, and the fan unit is completely re- 
cessed so that the ornamental grill is 
the only exposed portion. Standard 
314x10-inch duct is used to carry ex- 
haust air eithcr to an outside wall or 
out through the roof. This compact 
design makes it possible to locate the 
Blo-Fan exactly where it is needed to 
remove cooking fumes, odors, etc. 


x * * 
1208—Ventilator 


Manufactured by Wilster, Inc., 5700 
Detroit Ave., Cleveland, Ohio 





VENTILATING without direct draft 
is accomplished with this window fan 
which not only brings cool air in 
from the outside but also processes 
the air as it comes in so that it be- 
comes relatively free of dust, dirt, 
and other foreign bodies. The unit 
features a spun glass filter and will 
handle a fairly large room. 

A variable speed control is pro- 
vided for the 10-inch fan blade which 
is operated by a 1/40 hp motor. Al- 
though the unit fits all standard size 
windows, extensions may be used tc 
fit oversize windows up to 40 inches. 


ca * x 


1207—Adjustable Downlight 


Manufactured by Pittsburgh Reflec- 
tor Company, Oliver Building, Pitts- 
burgh 22, Pa. 


Tue DRraMarizeR is especially de- 
signed to provide “punch” lighting 
for spot displays and other places 
where concentrated lighting is need- 
ed. Surface mounted individually or 
in-line with fluorescent troffers, this 
downlight may be adjusted to swing 





in a complete circle up to 35 degrees 
from its vertical axis. Desired posi- 
tion of the lamp is assured by a fac- 
tory pre-set tension. The assembly 
cannot loosen or tighten. 


The newest type 150-watt, PAR-38 
incandescent lamp with side-prong 
base is used. Integral concentric lou- 
vers assure proper shielding of the 
light source. Skirted gimbal-rings 
materially improve efficiency and pre- 
vent light from entering housing re 
gardless of the tilt. The entire unit 
is engineered for simplified installa 
tion and easy maintenance. It is 
listed by Underwriters’ Laboratories, 
Inc. 

& BE * 


1205—Hotpoint Washer 


Manufactured by Hotpoint, Inc. 
5600 W. Taylor Street, Chicago 44. 
Til. 


Two additional conventional wash- 
er models have been added to the 
Hotpoint line, one of which is equip- 
ped with a pump. Each washer fea 
tures an eight-pound clothes capa- 
city and is full skirted in design. Each 
is equipped with an aluminum thrifti- 
vator, by which water is forced 
through clothes in three washing 
zones. They are finished in white 
Calgloss and the wringer is designed 
with zinc plated drainboard with a 
satin finish. 
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W. C. COTTONGIM 
President 


R. T. FESLER 


R_T CIRRS 
Vice Pres. & Gen. Manager 


Ex. Vice Pres. & Treas. 


‘S 


A. B. JONES 2 . ge L. T. WILLIAMSON 
Comptroller Plant Supt. 


R. F. CLIFTON NATHAN GRAUBARD 
Vice Pres. & Export Sales Sales Manager 


This is our way of extending seasons greetings to all of you and at 
the same time give you an opportunity to meet some of us. We 
will show our new line at the National Housewares and Major 
Appliance Exhibit, International Amphitheatre, Chicago, Illinois, 
January 15-22, 1948. Booth Number 530. Come and see us. 








® 


e New attic fans with the famous shovelaire blade. ® Complete new line of man coolers. 


e Complete new line of circulators—ceiling and pedestal. © Complete new line of exhaust fans. 
e Four sizes of window fans with new features. © Complete new line of table and desk fans. 


ad & HA Ain Conditioning “fan Co., One. 


1591-1623 DEKALB AvVeE., N. E. ATLANTA 6, GEORGIA 
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SENSATION of Chica 


COMPETITORS PRAISED IT... 


HOLDENLINE 
Arrowhead 


COMMERCIAL 
FLUORESCENT 


y THE FIRST all-plastic lou- 
vering for commercial use. 
First fluorescent commercial unit ex- 
hibiting controlled brightness without 
contrast. 
First unit in which overall brightness 
positively eliminates too dark or too 
bright areas. 
Like a correctly designed globe around 
an incandescent lamp, this new plastic 
fixture thoroughly shields the light 
source to produce amazingly new even- 
ness of light quality. 
Yes, the exciting new HOLDENIine 
Arrowhead commercial with both 
sides and louvers made of exactly the 
same material, identical in color and 


Fits every commercial lighting need — meets 
and beats school lighting specifications .. . 


Continuous run— 
Chan'l-Run Basic 
Unit system 


ee 


HOLDENILINE c 
Proneers tn Fluorescent 


2301 SCRANTON ROAD * CLEVELAND 13, OHIO 


60'S International Lighting Show 
WHOLESALERS = IT... 


Patents applied for 


CATALOG NO. CP-240 


quality, is wholly free from the color 
contrasts created by the inevitable 
conflicts in combinations of wholly 
dissimilar materials. 

Others are sure to discover this secret 
eventually, but only HOLDENIine 
Arrowhead commercial fluorescents 
offer its amazingly important lighting 
advantages to you now! 

Under any normal conditions the 
HOLDENIline Arrowhead wil] not 
warp, sag or otherwise distort—will 
not discolor. 

The Arrowhead retains all the versa- 
tile features of 





the Chan’|-Run 
Basic Unit system. 


HOLDEN ne 
ARROWHEADS 
~ ~ ~ ~ 
1. Low surface bright- 
ness—about 1 cp. per 
square in. on sides 
-Rigid All-Plastic 
Louvers 
SELF-LOCKING 
NON-WARPING 
. Easily removed or at- 
tached for quick, easy 
maintenance 


Strikingly "ew 
overall bright- 
ness 


4. Surface or pendant 
mounting 
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THE BIG 
DIFFERENCE 
IS IN 

YOUR COSTS! 


*E. C.: Electrical Conductor Aluminum 





WHEN YOU 


Think of your cable requirements on a cost-per-ton basis. Then 
consider the fact that the weight of a 500-mem insulated cable with 
Aleoa E.C.* Aluminum Conductor is less than half the weight of 
an identical copper cable. 

Simple arithmetic will quickly show you some of the savings to 
expect when you “figure it in aluminum”. 

Aluminum wire and cable also reduce over-all wiring costs. They 
present: 


NO PROBLEMS of Conductivity NO PROBLEMS of Conduit Layout 
NO PROBLEMS of Joints and Terminals NO PROBLEMS of Availability 


Your men will like the lighter weight of wire and cable made of 
Alcoa E. C. Aluminum. They’re easier to handle and pull. 

The advantage of “figuring it in aluminum” will accrue first to 
those utilities who are quickest to adapt aluminum to new or modern- 
ized distribution systems. Ask your wire and cable supplier, or write 
us for further information. 

ALUMINUM CoMPANY OF AMERICA, 2164 Gulf Building, Pittsburgh 
19, Pennsylvania. 


ALS OS ALUMIN UIA 


MEANS BIG SAVINGS 











FOR ELECTRIC WIRE AND CABLE 
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First Year of a 


After only one year of active production, Slater has 
achieved significant stature as a manufacturer of wiring 
devices. ; le ny 

A ep 
Like a new kid on the block, Slater a year ago offered its 
products in competition with those of a long known, 
highly respected group of suppliers, whose markets had 
seen no new face in two decades. 
In a short twelve months, Slater has enjoved twice the 
volume of business projected for itself, doubled the num- 
ber of devices initially in its line. 
Slater’s top management is thoroughly experienced in this 
field. Its engineers and production men learned their jobs 
in the birthplace of the wiring device industry—the plants 
in New England and the Connecticut Valley. Its modern 
new plant includes the latest developments in production 
machinery. Slater products are top-quality, produced in 
full compliance Underwriters’ Laboratories’ specifi- 
cations. ts 
To the wholesalers, contractors, and sic etacturers who 
have shown such great confidence in us and-our products 
during this first year, our-sincere thanks; and the promise 
that Slater will continue fo gre gs tet in their service through- 


out its  ————— Rn 


/ Sbler 


ELECTRIC & MFG. CO. 


56th STREET and 37th AVENUE, WOODSIDE, N. Y. 


Lifelime wiring deuce 














Use coupon on page 62 to ob- 
tain additional information on 
these new electrical products. 





1209—Home Freezer 


Manufactured by Deepfreeze Divi- 
sion, Motor Products Corp., North 
Chicago, III. 


A COUNTER-BALANCED locking lid 
temperature control, interior light, 
and three food baskets and storage di 
viders are some of the special fea 
tures of this de luxe model C-5 hom« 
freezer. One of thrce new models for 
1948 announced by this manufactur 
er, it has a capacity of 4.8 cubic feet 
and will hold approximately 168 
pounds of assorted perishable foods 

Other features include one-picce 
all-steel cabinet with Bonderized fin 
ish and chromium trim, and temp- 
erature control which permits temp 
eratures from -10 to 0 degrees F, for 
freezing or storing food. 

x * * 


1210—Switch Boxes 


Manufactured by Arrow Manufactur- 
ing Company, P. O. Box 1516, New 
Orleans, La. 


Mabe entirely of aluminum of .091 
inch thickness for strength and dur- 
ability, this line of switch boxes, is 
available for steel armoured cable, 
non-metallic sheathed cable, and rig- 
id conduit. 

The cable type box, BXL-2A, will 
fit all standard rectangular base 
switches and receptacles. Reversible 
ears, allowing adjustment of 1/32 to 
¥% inch, extend % inch from the 
body of the box. The box is sec- 
tional with removable sides to allow 
conversion of a single switch box in- 
to any number of gangs. The side 
locks are simple and easy to remove— 
this being accomplished by loosen- 
ing a single screw. Holes are pro- 
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Which G-E insulating varnish for your job? 
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Here Are a Few of the 


Many G-E Varnishes Designed for 
Specific Types of Applications 























FOR MILL | FOR MACHINE | FOR POWER | Fop pepaiR 
| TOOL MOTORS | DISTRIBUTION 
— ’ po al 
| | Hh ‘a =F | ARS 
| ae &\ | EA | Sve 
i |) Ny i tte al in 4 L 
i rv | bel 2 4 
VS | ERS = om / >| 9 
| G-E 9555 GE 1679 GE 1673 G-E 9574 
BOND 6000 6000 6000 EXCELLENT 
| DIELECTRIC 
| STRENGTH 6000 EXCELLENT 6000 6000 
RESISTANCE 
TO MOISTURE EXCELLENT EXCELLENT 6000 EXCELLENT 
RESISTANCE 
TO ALKALI EXCELLENT 6000 FAIR EXCELLENT 
RESISTANCE 
TO ACIDS EXCELLENT 6000 6000 EXCELLENT 
RESISTANCE 
TO SALT WATER | EXCELLENT 6000 6000 EXCELLENT 
PENETRATION EXCELLENT 6000 EXCELLENT 6000 
TOUGHNESS EXCELLENT EXCELLENT 6000 EXCELLENT 
HIGH TEMPERA- 
TURE AGING 6000 6000 EXCELLENT EXCELLENT 
FLEXIBILITY 6000 6000 EXCELLENT EXCELLENT 
Order... 




















WHY G-E INSULATING 
VARNISH 1154 WAS 
SELECTED FOR THIS 
PAPER MILL MOTOR 





e@ A paper mill motor is designed to resist moisture, oil, acid 
and chemical solutions—and keep right on running. So, to 
insulate a motor of this type, General Electric varnish special- 
ists recommended G-E Clear Baking Glyptal Varnish 1154. 

This particular varnish is compounded to withstand acci- 
dental soakings, yet stay hard and flexible to provide long 
service. In addition, it has excellent dielectric strength, adhe- 
sion, and aging characteristics. 

Your insulation problem may be complex or simple. But 
whatever your requirements, there’s a G-E varnish specially 
designed to meet your needs. Experts match a varnish to your 
job, and G-E Quality Control methods keep each individual 
shipment uniform. 

Call your local General Electric Distributor for more details 
on General Electric Insulating Varnishes. Or write to Resin 
and Insulation Materials Division, Chemical Department, 
General Electric Company, Schenectady 5, N. Y. 


GENERAL @ ELECTRIC 


Electrical equipment is no better than its insulation 
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vided on all sides and bottom for con- 
venience in nailing to joists. Ample 
knockouts azz provided. 





The conduit tvpe box, CA-200, is 
designed for use with all shallow rec- 
tangular base switches and_recepta- 
cles. Reversible cars extending 1% 
inch from body of box allow adjust- 
ment of 1/32 to *%4 inch. Dimen- 
sions of this unit are: length 3 inches; 
width 2 inches; and depth 2% inches. 
Knockouts provided: one %-inch in 
ends; two %-inch in sides; and one 
14-inch in bottom. 

The BXL2A unit is listed by Un- 


derwriters’ Laboratories, Inc. Vhe 
CA-200 has been submitted for list- 
ing. 


x wf x 
1211—Winding Machine 


Manufactured by Allied Control Co., 
2 East End Avenue, New York, N. Y. 


CoIL WINDING COsTs in many cases 
can be cut appreciably through the 
application of the many automatic 
featurcs and great increase of speed 
made possible by this new machine. 

Adjustments for wie size and spool 
length, which in old style machines 
requires laborious changes of gears 
and cams, can be made in an instant 
by the mere turning of two knobs. 
Speed of as great as 6,000 rpm on fine 
wires is possible on this winder. 


x * * 


1212—Two-Unit Hot Plate 


Manufactured by Edwin L. Wiegand 
Company, 7600 Thomas Blvd., 
Pittsburgh 8, Pa. 


ATTRACTIVELY DESIGNED, this two 
unit hot plate is ideal for small homes 
and camps, grills, sandwich shops, 
hospitals, etc. Economical, highl; 








JULES J. DREYFUSS 


’ 
“utes 4 Dw fuss 


And Organization 


MIAMI, FLORIDA 


Extend To Their Many Friends 


SEASON’S GREETINGS 


JEROME S. DREYFUSS 


M. JACK DREYFUSS 











Use coupon on page 62 to ob- 
tain additional information on 
these new electrical products, 





efficient Chromalox Heatflo units, th: 
same as are used on commercial elec- 
tric ranges, p:ovide even distribution 
of heat and flexibility of performance. 

The frame of this unit is one-piece, 
heavy gage metal stamping finished in 
durable, acid-resisting white porcelain 
enamel. The hot plate is supplied for 
operation on either 118 or 236-volt 
current and with units rated at 1200 
watts or 2000 watts. 


x ak af 


1213—Magnetic Motor Control 


Manufac'ured by Westinghouse Elec- 
‘ri¢ Corporation, 306 Fourth Avenue, 
Box 1017, Pittsburgh 30, Pa. 


THe Macnetic Farmstarter for 
single-phase motors provides low 
voltage protection with pushbutton 
control and prevents unexpected i 
starting following a power outage. 

The 3-hp Farmstar er has dual volt- 





age cuils and will serve for a 14% hp 
motor when operating on 115 volt, 
single-phase service or a 3-hp motor 
on 230 volt service. It is specially 
designed for farm applications and is 
intended for across-the-line starting. 
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fops in table tops 
FOR HOT WATER AND UTILITY 


Dw WHITENEAD Precision-engineered by D.W.W. with 
stainless steel backsplasher and trim. 


Plastic top 36 inches from kitchen 
floor. Cathodic protection optional 
The same long trouble-free service is assured 
as in all D.W.W. models: 
Electric: 30, 50, 66, 80, 120-gallon standard 


types, 30 and 50-gallon table-tops, pure 


copper .or copper-bearing galvanized steel 
tanks. 
Gas: Deluxe models, 30-gallon copper tanks. 
For franchise information write D.W.WHITE- 
HEAD MFG. CO., 605 W. Ingham Ave., Tren- 
ton, N. J. ; 


DWE 


IT PAYS AND PROTECTS You-Te -Sétt 2D -«We Ws 
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CHROMALOX 


Triangular Units 


Use These 
Chromalox 





SALES AIDS 


*% MAT SERVICE—Ready-to-run 
newspaper ads bring range unit 
customers to your store. 

*x ILLUSTRATED FOLDERS—2- 
color folders illustrate Chromalox 
advantages to your housewite- 
customers, 

* RANGE UNIT DISPLAY—A 
Chromalox Unit, in a simulated 
tange top, induces on-the-spot 
sales, 


Get in on the growing range modernization 
business. Sell CHROMALOX Triangulars... 
the units which have everything you want: 

1—faster turnover; 

2—extra profits; 

3—+greater customer satisfaction. 
CHROMALOX Units fit all electric ranges. No 
adjustments are needed; installation is quick 


and easy! AV ey 
Prompt We SOR 


RC-26 and for replacement 


CHROMALOX 
means “Skecbuc Cooking al ws Best” 


EDWIN L. WIEGAND COMPANY - 7600 THOMAS BOULEVARD - PITTSBURGH 8, PA. 
.- B. —% 100 gore St., N. E., Atlanta, Ga.; L. B-% —— CO., 2711 Commerce St., 
Dales > 932 M & Blag., Houston 3, Texas ankfort "St. Tulsa 56, Okla.; 
- R. PHILLIPS, P. O. iy 2661, Raleigh, N. CHILTON. & Y CHILTON. 4126 N. State St.. 
= hath ‘Miss. 


WRITE FOR CATALOG RU-47, 
it shows you how to quickly and 
profitably service all electric ranges. 














Use coupon on page 62 to ob- 
tain additional information on 
these new electrical products. 





The finish of the heavy gauge sheet 
metal cabinet is rust and corrosion 
resistant. Keyhole slot make mount- 
ing easy and there is ample wiring 
space with the mechanism in the box 
Remote control is possible with a sep 
arately mounied pushbutton. 

cd xx xx 


1214—Washing Machine 


Manufactured by Appliance Manutac 
turing Company, Alliance, Ohio 


Capacity for 9 to 10 pounds o 
clothes is provided by this life-tim 
lubricated Model 9L washing ma 
chine. Features of this new mod: 
include: Triple Flex spiral agitato 
heat retaining jacket; all operatin 


controls easily located; silent, ba 
bearing transmission; porcelain en 
mel! tub; enamel finish on jacket, leg 
wringer, etc.; and bonderized ste 
construction. A motor d:iven drai 
pump is available as optional equi] 


ment. 
ss * x 


1215—Mobilite Reflector 


Manufactured by Mobilite, Inc., Jer 
sey City 6, N. J. 


STANDARDIZED to fit over the top of 
all “Super-Vision” Mobiliers, these 
reflectors provide dust-protection, 
while serving as a light-trap for for 
merly wasted spill-light. The reflec 
tor concentrates light down toward 
louvers, adding materially to the ef- 
ficiency of the lighting units and in- 
creasing brightness. 
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News from the South 


TOP QUALITY PRODUCTS 


Birmingham, Ala.—The Birming- 
ham Electrical Association, with 
ier members of the industry, met 
Birmingham recently. E. G. W iis rad 
alker is president of the associa- are Bi Os. Renewable Fuses 
tien. Principle speaker was E. W. 
Brien, of Atlanta, president of the an i ee 
American Society of Mechanical 2 Types — Hi Lag and W. B. 
gineers. 





x ok * 
Hi La W. B. 
\fontgomery, Ala.—R. P. McDavid & ete 
mpany, of Birmingham, wholesale Higher Lag on Starting Loads A competetive price line 

4 ne il of adie and hono- Greater Strength and Durability Rugged Construction 
ea P Simplified Construction Simplified Design for 


aphs, ranges, washing machines, One Piece Flat Link Easy Assembly 
, announces the appointment of Spring Tension Contact Quick Link Renewal 
D. Williams as resident manager Ferrule Type Fuses Quality Workmanship 


“om? Maximum Protection— 
the firm’s ey branch. race ta 





Montgomery, Ala.—Delaney’s ap- 
plance and radio dealers, formerly at 
490 Dexter Avenue, has moved to 


220 Dexter Avenue. A. L. Riley is Anehor Manufacturing Co. 


the manager. 
* = * 


et Cis, Ak-HurtBehy Galvanneal Steel and Aluminum 


Electrical Company has been organ- 


d at 104 Marsh Street. The com- Service Entrance Equipment 


pany will handle all types of elec- 


trical wiring. 
de Pe Meter Sockets— 


Little Rock, Ark.—Covey’s, 407 
Center Street, has announced the op- 


ening of their new housewares and — M © t er T rou a h 5 


hardware department. This firm is 
the former Arkansas Hardware Com- 
pany, and features appliances, house- 
vares and etc. 


Lake ais sie Milas of the a aes . Liberty Bell 


VY. T. Armstrong electrical business 


vy J. C. Bradley has been announced. | 1 
Me Bradley “sl had over 20 av i f. i Manufacturing 
| Company 





St. Petersburg, Fla.—Electric appli- 


xperience as an electrician. 

ice retailers from Pinellas County Since the Beginning 
met recently to hear an address by 

C. C. Simpson, managing director of 


of Chime, 
They Choose the 
Liberty Line 


the National Electrical Retailers As- 

iation, Washington, D. C. 

ca a ax 

St. Petersburg, Fla.—The Florida 
state Radio and Televison Company 
has been opened at 1029 First Ave- 
nue, N., by Raymond and Connie 
McGeehan. The company will car- J 
ry a complete line of well known elec- T H O M A Ss ° F L E i S C H E R 
trical appliances, phonographs, small 


id console radios, and wireless sets. 333 CANDLER BLDG. ATLANTA, GA. 


* a * 


Tallahassee, Fla.—Formal opening 
was recently held by the Southern for over 25 years. 
“lectric Company on Calhoun Street. 
|. M. Feinberg is the owner. 








Serving the industry as factory representatives 
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Vaportight 
INDUSTRIAL 
LIGHTING 
FIXTURES 





Dependable lighting in the 
presence of dirt, gases, and 
moisture is assured by the 
substantial protection built 
into Pyle-National Vaportight 
Pylets. Heavy cast metal 
bases, weathertight sealing, 
and heavy guards, are fea- 
tures that provide for the 
most severe operating condi- 
tions of industrial service. 


The Pylet line includes a 
complete range of types, in- 
cluding types for conduit and 
wall mounting, universal 4- 
and 5-hub types, two and 
three gang, handrail and out- 
let box fixtures for 10 watt to 
200 watt lamps. Also Midget 
fixtures, Vaportight plugs and 
receptacles, switches, junc- 
tion boxes and other styles. 
Consult your Pylet Catalog 
1100 for complete listings. 


THE PYLE-NATIONAL COMPANY 


1354 N. Kostner Avenue, Chicago 51, Illinois 





Americus, Ga.—The Burnam Elec- 
tric Company has just opened at 103 
Seventh Street, North. 

x x * 

Reynolds, Ga.—A new firm, Hin- 
ton & Waters Company, has been 
organized to handle electrical appli- 
ances, both large and small. B. W. 
Hinton, Jr., and J. W. Waters are 
the owners. 

* x os 

Atchison, Kan.—Edwin P. Miller, 
formerly of St. Joe, is the new man- 
ager of Wright Appliance Store, 510 
Commercial Street. Mr. Miller suc- 
ceeds Norman Gaul. 

a cd x6 

Junction City, Kan.—To meet the 
needs of growing business, Carl 
Oberg, owner of the Wright Appli- 
ance Store, has announced a forty 
foot extension to the east end of the 
store. 

* Ok a 

Lakin, Kan.—The Deerfield Appli- 
ance Company, handling a complete 
line of electrical appliances for farm 
and city homes, has opened for busi- 
ness. The store is owned by Fred 
Kleeman, Harry Towns, and Les 
Jones. 

3S * oe 

New Orleans, La.—Emblem, Inc., 
has opened its newly enlarged furni- 
ture and appliance store at 2130 Gen- 
tilly Boulevard. Noel Bunol is man- 
ager. 


Shreveport, La.—Opening of the 
Westinghouse Electric Supply Com- 
pany, at 120 Caddo Street, took place 


recently. The new firm will supply 
wholesale distribution of Westing- 
house products over the entire Ark- 
La-Tex area, according to C. B. Wi- 
ble, branch manager. 
xe * * 
Jackson, Miss.—Formal opening of 
the General Refrigeration and Ap- 
pliance Company was held recently. 
The new firm is located at the cor- 
ner of North State and Amite Streets, 
and is owned by A. D. Hopkins and 
T. E. Wright. Mr. Hopkins is the 
manager, and K. C. Gallagher, as- 
sistant manager. The firm handles 
market equipment, radios, home 
freezers, laundry equipment, and 
other appliances. 
* xe x 
Natchez, Miss.—The Natchez Ap- 
pliance and Music Company has op- 
ened for business in their new and 
larger store at 109 No:th Commerce 
Street. This firm features the latest 
models in large and small electric 
appliances. 
x ok & 
Chillicothe, Mo.—The Hughes 
Electrical Service, operated by Rus- 


sell Hughes, is now in full operatio 
at its location on the south side 
the square. 

x x a 

Monett, Mo.—Grover P. Hamilt 
of Wichita, has purchased the 
pliance department of the Gill 
Implement and Appliance Company 
at 105 Fifth Street. 

a x x 

New Bern, N. C.—Sales & Service, 
Inc., of this city, has been granted a 
charter by the Secretary of State 
deal in electrical appliances. 
thorized capital stock is $100,0 
Incorporators are Joseph Perason, Vol- 
lee Andrews and Edward Smallwood, 
all of New Bern. 

oe a os 

Raleigh, N. C.—William P. Greth- 
er, Inc., has been organized wit! 
capital stock of $100,000 to ad 
and repair electrical and acoustical fa 
cilities. The incorporators include 
William P. Grether, Frances Grether, 
and Ellen DeWitt, all of Raleigh 

XS bad se 

Raleigh, N. C.—Blackwood’s h 
ling radios, electrical appliances, etc., 
announces the opening of four ass 
ate stores as part of an expansio 
program. The new units are located 
in Warsaw, Wendell, Aulander and 
Scotland Neck, N. C. 

x * * 

Raleigh, N. C.—David D. Bai 
Jr., who for nearly 10 years ser 
as field construction engineer for 
Federal Rural Electrification Auth 
ty, has been named chief engin 
of the North Carolina State RI 
succeeding the late J. M. Graing« 

x x 6 

Prague, Okla.—The Sykora H 
Appliance Company has moved 
larger and more desirable quart 
the owners, Joseph and Paul Sy! 
have announced. 

a * oe 

Sapula, Okla.—Purchase of 
Home Appliance Store, 21 S. M 
Street, by G. L. Sporleder has b 
announced. 

x6 ae OS 

Spartanburg, S. C.—A new 
story brick building is under const 
tion on St. John Street for occupa 
by McElhenny’s Radio Supply C 
pany, currently located at 198 
John. Harold McElhenny, an 
ficial of the firm, stated that the n 
building will provide considera 
more space than the present quart: 
“A wholesale radio service and 
tail record department will be ma 
tained in the new building. The : 
tail record department will | 
housed on the second floor,” he ac 
ded. 
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State at Nashville. 
non-profit organization was listed as 


opened for business. 


Chattanooga, Tenn.—The Chatta- 
oga chapter of National Electrical 
Association has been 
inted a charter by the Secretary of 
Purpose of the 


roviding an effective agency 


through which members may pro- 
mote and improve their general con- 


ition and welfare, instituting train- 
programs for electrical appren- 


tices and journeymen. ‘The incor- 
porators were L. A. Ragon, W. A. 
Jewell, Philip Sweet, Herbert Haile 
and John Terrell. 


me ** % 
Chattanooga, Tenn.—Management 
the Clembro Appliance Company, 

\|8 Broad Street, announces a change 

the firm name to Standard Appli- 
ce Company, Inc. 

3s xs x 
Memphis, Tenn.—G. G. Doyle is a 
ent addition to the sales depart- 


ment of Mills-Morris Company, Ra- 


» and Appliance Division. 


* x * 


La Marque, Tex.—The Mainland 
Supply Company, carrying a com- 
ete line of home appliances, has 
The company 
owned by J. W. Coleman, Julius 
|. Appenbrink and Mrs. Leo A. 
Dooley. 
= * * 


San Antonio, ‘Tex.—Dempsey Ber- 
rvhill, branch manager of Peaslee- 
Gaulbert Corporation, home appli- 
nce distributors, and his San An- 
tonio staff were hosts at an open 
suse recently at the new build- 
ig and warehouse, 1524 S. Flores 
Street. Refreshments were served 
during the firm’s open house when 
Southwest Texas dealers were shown 
the new structure and showrooms for 
caslee- Gaulbert merchandise, includ- 
z 1948 model radios and fans, wash- 
machines, table appliances, and 
her products: 


+8 da 


Be oS of 


Norfolk, Va.—The Wyatt-Cornick 

ompany, distributors, will open a 

inch plant on Hampton Boulevard. 
x o* x 


Roanoke, Va.—With the South- 
stern Construction Company, of 
harlotte, N. C., as the contractor 
1 charge, construction work is pro- 
ressing on the Appalachian Electric 
ower Company’s $1,500,000 general 
ffice building. M. C. Funk, vice- 
resident and general manager of the 
power firm, says he hopes the new 
tructure will be completed and 
eady for occupancy in about one 
ear, 








A Size and Type for Every Purpose 
14 Kva to 333 Kva Single Phase 
1 Kva to 1000 Kva 3-Phase 


To operate 115 volt lighting and portable equipment from 
230-460 or 575 volt power circuit. 


To operate special equipment from standard circuits. 


To change odd voltages to standard voltages, and phase changing. 


For high voltage interior distribution systems with 


transformers at load centers. Voltages up to 13,200. 





BALTIMORE, MD. 
Elmer Richards Mfg. Agency 
P. O. Box 7627 Gwynn Oak Station 
4407 Liberty Heights Ave. 


BOSTON, MASS. 
Jones & Manter 
665 Atlantic Ave. 


CHICAGO, ILL. 
For the city of Chew. sua Vicinity 
John R. Smith 
8 S. Dearborn St. 
For Northern Illinois 
and Northern Indiana 
L. Weldy 


20 N. Wacker Drive 


CINCINNATI, OHIO 
C. G. Tarkington 
229 E. 6th St. 

48 Duffenhofer Bldg. 


DES MOINES, IOWA 
Midwest Equipment Co. 
¥vOo Grand Ave. 


DETROIT, MICH. 


H. Yeomans 
2933 W. Grand Blvd. 


HOUSTON, TEXAS 
Wilson Electrical Equip. Co. 
No. 1 North Sampson 


INDIANAPOLIS, IND. 
J. E. Nelson 
424 Peoples Bank Bldg. 


KANSAS CITY, MO. 
Fleming & Co. 
1207 Grand Ave. 


LOVEE, KY. 
J. L. Reighart 
4617 Duncan 





Representatives and Sales Engineers 
in the Following Principal Cities 


LOS ANGEL ES, CALIF. 


i. D. Eas pene 
1262 S. Boyle Ave. 


MINNE APOLIS, MINN. 


A. Beaumont 
"19 S. 3rd St. 


NEW YORK, N. Y. 
Corte Engineering Co. 
Woolworth Bldg. 


OMAHA, NEB. 
Midwest FEquipmert Co. 
1112 Farnam St. 


PITTSBURGH, PA. 
Crescent Sales Co. 


298 Duquesne Way 


eee 5 x OREGON 
E. Edstrom 
Same 6, Box 1331 


ST. LOUIS, MO. 
Chas. H. Douglas 
26 S. Tenth St. 


SEATTLE, WASH. 
Fred W. Carlson 
307 Wall St. 


SALT LAKE CITY, UTAH 
A. J. Elggren & Sons Co. 
428 S. W. Temple St. 


SAN FRANCISCO, CALIF. 
Campbell & George Co. 
379 Brannan St. 


SPOKANE, WASH. 
Harrell W. Kanzler 
S. 4202 Grand Ave. 


TULSA, OKLA. 
Paul King Co. 
1519 S. Boston 








SORGEL ELECTRIC CO., 832 W. National Ave., Milwaukee 4, Wis. 


Pioneers in the development and manufacturing of Air-Cooled Transformers 
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Names in the News 








The appointment of Robert C. 
Graves as vice-president in charge of 
sales was announced from the home 
office of Federal Electric Products 
Company, at Newark, N. J. 

Mr. Graves brings to Federal more 
than 28 years of experience in the 
electrical manufacturing industry. He 


Robert C. Graves 


was connected with the Trumbull 
Electric Manufacturing Company 
since his discharge from active duty 
as an ensign in the Navy at the close 
of World War I. In 1944, he be- 
came vice-president of the firm, in 
charge of sales. 

For the past 15 years, Mr. Graves 
has been closely identified with the 
National Electrical Manufacturers 
Association, during which time he 
participated in the work of various 
_ committees and sections. He was 
chairman of the Panelboard and Dis- 
tribution Board Section and of the 
Knife and Enclosed Switch Section. 
He held the post of NEMA coordi- 
nator with the Panelboard and Dis- 
tribution Board Industry under the 
N.R. A. 

* xx cd 

C. D. Taylor has been appointed 
Atlanta zone manager for Kelvinator. 
Mr. Taylor succeeds C. R. Brogan 
who has become general manager of 
Refrigeration Discount Corporation, 
a Nash-Kelvinator subsidiary. 

Mr. Taylor joined Kelvinator in 
1936 and, since 1943, has served as 
New Orleans zone manager. 

Mr. Brogan, who has been with 
Kelvinator for more than 21 years, 
has been Atlanta zone manager for 
Kelvinator since 1939. Previously, he 


76 


had held executive sales positions in 
Virginia and Washington. In _ his 
new position, he will make his head- 
quarters in Detroit, Mich. 

E. S. Kerr has been named New 
Orleans zone manager to fill the va- 
cancy left by Mr. Taylor. Mr. Kerr, 
who has been Des Moines branch 
manager since 1945, joined Kelvinator 
in 1940 as Cincinnati district man- 
ager. W. E. DeCamp has been ap- 
pointed to succeed Mr. Kerr as Des 
Moines branch manager. 

x x Os 

Robert W. Eatman has been ap- 
pointed regional manager for May- 
tag Southeastern Company of Atlan- 
ta, Georgia. Mr. Eatman is in charge 
of the southern half of Alabama and 
will be under the direction of J. R. 
Nickelson, head of Maytag Southeast- 
ern. 

A native of Alabama, Mr. Eat- 
man formerly managed the appliance 
department of one of Birmingham’s 
largest department stores. He has 
had twelve years experience in direct 


retail selling. 
x cd * 


E. C. Thompson has been named 
district manager of the Texas terri- 
tory by the Ohio Brass Company, 
Mansfield, Ohio. His headquarters 


E. C. Thompson 


for the district will be in Dallas. 
The Texas territory was formerly 
handled by T. B. Jones, who passed 
away last May. 

*K at * 

John A. Roebling’s Sons Company, 
Trenton, N. J., manufacturers of 
wire products, announces through E. 
C. Low, vice-president in charge of 


sales, the appointment of H. S. Chris- 
tie as manager of the Atlanta, Ga., 
branch office. He succeeds C. G. 
Mullings, who passed on recently, af- 
ter 45 years of service in the Atlanta 
territory. 

Mr. Christie brings to his new 
position over twenty-two years of ex- 
perience in the round wire field. He 
has been associated .with the Roebling 
Company since 1945 as assistant 
manager of sales in the Wire and 
Cold Rolled Products Division. 

x & & 

Gerald Hulett, vice-president, Elec- 
tromaster Inc. Mount Clemens, 
Michigan, manufacturers of Electro- 
master electric ranges and water heat- 
ers, announces the association of Paul 
J. Harrison with E. I. Jones Company, 
Liberty Bank Building, Dallas 1, Tex 


Paul J. Harrison 


as, Electromaster representatives in 
Texas, Louisiana, and Mississippi. 
Mr. Harrison, a veteran in the elec 
tric range business, comes to Electro 
master after 16 years with Westing 
house. He has a wide acquaintance 
with distributors, dealers and utilities. 
* * & 

W. N. Matthews Corporation of 
St. Louis announces appointment of 
R. F. Hamilton & Associates, Dallas, 
Texas., as representatives for the 
State of Texas. Mr. Hamilton has 
been associated with this corporation 
for a number of years as sales repre- 
sentative in the Rocky Mountain 
Area. He is an engineer and before 
entering the sales field he had work- 
ed for western and southwestern 
utility companies in both the design 
and operations departments. 

* * 


L. I. Sweetland has been appoint- 
ed manager of the home laundry di- 
vision of Hotpoint, Inc., according 
to an announcement by Leonard C. 
Truesdell, vice-president in charge of 
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marketing. Under Mr. Sweetland’s 
dizection, sales of washers, ironers, 
1 clothes dryers will be increased 
lez a general program of complete- 
planned work centers. 
* * ae 


ferschel L. Johnson has been ap- 
nted manager of a new sales of- 
being opened by Ideal Industries, 
, at 540 Luckie Street, Atlanta, 


lr. Johnson has just returned 
n 18 months military service in 


Herschel L. Johnson 


Furope, where he advanced to the 

rank of lieutenant colonel. Previous 

to this, Mr. Johnson was associated 

with Hotpoint, Inc., and the Indi- 

anapolis Power & Light Company. 
* * * 

Charles S. Thom, vice-president 
and general manager of the Birming- 
ham Electric Company, has been 

cted president of the company. 
Mr. Thorn succeeds William M. 
Rogers, who resigned but will con- 
tinue as chairman of the board. 

Mr. Thorn graduated in Electrical 
Engineering from Rensselaer Poly- 

hnic Institute in 1913. Before go- 
ing to Birmingham Electric in 1927, 
1° ‘was associated with the Philadel- 
phia Electric Company and Florida 
Power and Light Company. 

on * * 


William L. Whiteman, Atlanta, 
Ca. has been appointed General 
Flectric heating device and fan rep- 
resentative in the southeastern dis- 
trict, it has been announced by J. M. 
\Valker, district manager of appliance 

es. 

Mr. Whiteman joined G. E. at 
Cridgeport, Conn., in 1942, entered 

e U. S. Army two years later, and 

came a member of the heating de- 
vice and fan divisions’ commercial 
service section upon his return. 
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USE BRIEGEL 


ALL=-STEEL 


INDENTER-TYPE 
FITTINGS! 


Cross Section 
Showing 
indentations. 


Select the best, insist on Briegel 
All Steel Fittings, the only approved 
indenter type connectors and coup- ~ 
lings for thin wall conduit tubing. 
You will not only find that Briegel © 
indenter Fittings are easier and & 
faster to use, but also make neater, Qa 
stronger connections. Two Easy 
Squeezes and they're set. Start using os 
Briegel Fittings today. Have more @& 
satisfied customers — more profits e 
from each job. 
DISTRIBUTED BY & 
The M. B. Austin Co., Northbrook, Ill.; Clayton Mark toad 
& Co., Evanston, Ill.; Clifton Conduit Co., Jersey ro) 
City, N. J.; General Electric Co., Bridgeport, Conn.; 
The Steelduct Co., Youngstown, Ohio; Enameled = 


Metals, Pittsburgh, Penn.; National Enameling & Oo 
Mfg. Co., Pittsburgh; Penn.; Canadian General 


Electric Company, Ltd. 
Seal of Approval and Canadian Standards 


Ass’n Approval No. 8275. & 


NEATERe FASTE® 


All B-M Fittings Carry the Underwriters 


(BM) BRIEGEL METHOD TOOL CO. 


yar GALVA, ILLINOIS 








The appointments of Howard J. 
Scaife as manager of market develop- 
ment, and William F. Ogden as man- 
ager of product planning, have been 
announced by L. C. Truesdell, vice- 
president of marketing of Hotpoint, 


W. F. Ogden 


Inc. The newly created positions 
will function under Mr. Truesdell. 
Mr. Ogden will be responsible for 
the co-ordination of product planning 
with marketing and merchandising 
plans, and the development of prod- 


ucts from the marketing department 
phase. He came to Hotpoint in 1936 
from the Georgia Power Co., and 
since that time has served as com- 
mercial engineer, and more recently 
as assistant chief engineer. He is a 
graduate of Swartmore College. 

Mr. Scaife, a graduate of Case In- 
stitute of Technology, was associated 
with the General Electric Company 


Howard J. Scaife 


in various capacities from 1932 until 
1936, when he was transferred to 
Hotpoint as assistant sales manager 


of refrigeration. In 1944, he was 
named western regional sales man. 
ager. 

x % x 

Len J. Vogel, Atlanta, Ga., ha 
been appointed southeastern districi 
representative for General Electric 
ranges and hot water heaters, it ha 
been announced by J. M. Walker, 
district manager of appliance sales 

A graduate ef the University o 
Maryland, Mr. Vogel joined Genera 
Electric at Philadelphia in 1932. Hi 
was transferred to Cleveland as con 
mercial refrigeration specialist in th 
product service division, and in 193¢ 
returned to Philadelphia as Atlanti 
district service supervisor. In 1944 
Mr. Vogel went to Bridgeport 
Conn., as range and water heate 
specialist in the product service d 
vision. 

XK x * 

C. B. Rogers & Associates, Atlai 
ta, Ga., announce the appointmen 
of J. J. Galleher, to assist in the sale 
efforts covering the distribution « 
Chromalox heating units throughor 
the Southeast. Another recent ad 
dition to the organization is the ap 
pointment of J. F. Durrette as - 
sonal secretary. 














A fan you can’t equal for 
quality, looks, performance, 
at reasonable price. Nine 


models 24” 


to 48”—full op- 
tional equipment, outside 
louvers, ceiling shutters, con- 
trols. Ball bearing fan with 
ball bearing motors when de- 
sired for ceiling installation. 


erystal 





INVESTIGATE THE 24” 





FULLY ENCLOSED 
FRESH AIR MAKER WINDOW FAN 








HY-DUTY BLOWERS 





Double Inlet 
and 
Single Inlet 
400 cfm to 
12,500. Wide 
choice of 
outlet 
Positions 
and motor 
locations. 











VENTILATING DIVISION 


SCHWITZER-CUMMINS COMPANY 
INDIANAPOLIS 7 


1145 E. 22ND STREET e 


INDIANA 








A fast selling 
line of fine 
fix- 


BERLITE FIXTURE CO. 


BROADWAY, NEW YORK, N. Y. 


Write today 
for illustrated 
literature and 


prices. 


Represented by A. M. (Amo) ORLICK 
P. O. Box 1033, Sanford, N. C. 
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Oklahoma Groups 
Compare Notes 
(Continued from page 45) 

and talks by the district officers. At- 
tendance was good considering the 
locs| nature of the meetings, accord- 
ine to Miss Kate A. Niblack, secre- 
tar’, Oklahoma Utilities Association. 
Officers elected for the Western 
District: V. L. Browne, Public Serv- 
ice Company of Oklahoma. Clinton, 
chasman, succeeding J. K. Moore, 
Okahoma Gas and Electric Co., 
Guthrie; E. D. Freeman, Oklahoma 
Gas & Electric Co., FE] Reno, secre- 
tary. 
stern District: T. S. Matthews, 
Ok ahoma Power and Water Co., 
Sand Springs, chairman, succeeding 
B. |. Braheney, Oklahoma Gas and 
Electric Co., Sapulpa; and E. H. 
Wyatt, Oklahoma Gas and Electric 
Co.. Ada, secretary. 


Frozen Food 
Locker Plants 
(Continued from page 41) 

of business the prospect proposed to 

operate. 

The one they have just finished 
will be a food processing plant, food 
storage plant and a locker rental 
plant. The front will be used as a 
store in which meat, vegetables and 

‘ products will be sold. 

I'he next plant they figured on was 
an entirely different operation al- 
though it also offered lockers for 
ent to the public. Their main ob- 
ject was the flash freezing or semi- 
continuous freezing of fruit such as 
strawberries, peaches, which will 
ye into the plant in truck-load 

This plant will have no retail 
ration and no meat processing op- 
eration. 

Many smaller appliance and refrig- 
ion dealers have no doubt steered 
* from locker plant construction 
use of the engineering details, 

equipment stocks, and other 

ns. 

Much engineering assistance can 
obtained from manufacturers of 
gerating equipment. Large stocks 
not only unnecessary but undesi- 
», Mr. Thomas said. Each lock- 

er job is an individual job. It all has 
to be laid out on paper. Once the 
paper details have been completed 
and the engineering has been pro- 
nounced sound then the appliance 

dealer can proceed to buy what the 
specifications call for and install in 
the palnt. 

\ppliance dealers can give the 
small operator individual and person- 
al service that will be invaluable to 
him when he needs service. 


—Oo 


o 
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EFFICIENCY 
CABLE STRAIN-CLAMP 


. . « Stands Direct Pull of over 


17,000 Ibs. before cable 
slips! 





Clamps available in three sizes for 
Cable diameters of 1/0 to 1,500,000 





By actual test, the EFFICIENCY Cable Strain 
Clamp will withstand a direct pull of over 
17,000 pounds without permitting the cable to 
slip. This powerful grip results from the 
EFFICIENCY Clamp's "H" design, incorpo- 
rating a high ridge across the center of the 
cable channel and a U-bolt at each end. 


Adaptability to all requirements is provided 
in the EFFICIENCY Clamp's alternate con- 
struction . . . which may be clevis or eye, 
according to your requirements. Both styles 
are furnished for A.C. or D.C. service. 


Write today for your copy of EFFICIENCY 
Catalog No.38B . . - contains complete 
construction and application data on all 
EFFICIENCY Devices. 










MANUFACTURERS OF EFFICIENCY... 
“ELECTRICAL DEVICES FOR CONDUIT, 
(WIRE AND CABL secre 










AND MANUFACTURING co. 


AUST PALESTINE, onro 








CUTOUT BOXES 
JUNCTION BOXES 
"WIRING pe ceodiicy |b 
ae CABINETS 
WEATHER-PROOF CABINETS 
Weldice.pnoor SEAM 


WELDED JUNCTION BOXES 
eg Sele] Ma -tep ¢ +.) 


14>) 99: \ Ge Ma kele) M:to> 435 


TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 


95 PIEDMONT AVENUE, S. E. 


by 


METAL 
FABRICATING 
SPECIALISTS 


ene —s <s2=2 


PING 


ATLANTA, GEORGIA 

















Repeat Sale 
Regulars 


Candylbeme Lamps 
The beauty of crystal and 
polished fixtures is em- 
phasized by Candylbeme 
Lamps. Radiating without 
diffusion they give sharp 
brilliant reflection. Effecti- 
vely increase sales of fix- 
tures and lamps alike. 


Candleflame Lamps 


Especially effective in can- 
delabra and side-wall brack- 
ets. Give a soft, diffused 
glow. In clear, frosted, or a 
variety of tints. Install in 
fixtures for faster turnover. 


Carbon Pilot Lamps 


Extra long life, and designed 
to withstand vibration and 
shock. Available in standard 
or special shapes, sizes, 
colors or base. 

CARL HENRY 

170 Ellis St., N. E. 
Atlanta, Ga. 


NORTH AMERICAN 
= Ch An fe 


1044 Tyler St. St. Louis 6, Mo. 








CONNECTORS 


ADDED STRENGTH 
WITHOUT ADDED COST OR WEIGHT 


SERRATIONS in collar and 
tang provide added strength 
against pull-out. 


MORE THREADS are gained 
through the deep boss. 


COLLAR SECTION cannot pull 
out because prefabricated 
from drawn seamless copper 
tubing. 


TODAY ... write for 48-page illustrated 
catalog and data on connectors, solder- 
ing and solderless lugs, fuse clips, ete. 


Southern Representatives 
VERLYN H. BRANHAM J. P. LUMPKIN 
180 Interlocken Drive 248 Tranquil Ave. 
N. W. Atlanta, Ga. Charlotte 3, N. C. 


\ CINCINNATI, OHIO 





COPPER TUBE 
& PRODUCTS, Inc. 











Locker building doesn’t need to 
monopolize the whole appliance op- 
eration, Mr. Thomas said. ‘We con- 
sider the locker building phase as a 
profitable side-issue. We are satis- 
fied if we handle one or two locker 
plants in one year. It is possible that 
the locker plant department could be 
gauged to where it could be depend- 
ed upon to pay the store rent, lights 
and heat. In handling the details of 
a locker job it is easily possible to 
pick up from two to a dozen good 
prospects for appliances. The locker 
plant always attracts people who are 
interested, such as those who would 
like to operate a locker plant, food 
merchants, farmers who have fruits 
or vegetables or meat in large quan- 
tities, and dairymen. All these 
people are the very ones you want 
to see and sell commercial refrigera- 
tion, milk coolers and maybe another 
locker plant.” 


Something to Sell 
On the “Off” Days 
(Continued from page 48) 


dealers in Alabama leads many resi- 
dents of Mobile to say, “Bill Delaney 
has the Midas touch.” But to hear 
this unassuming business man de- 
scribe the growth of his operations, 
which started from a small filling sta- 
tion in Mobile, one gets the impres- 
sion that it is all very simple. 

Mr. Delaney will have no part of 
the idea of letting a business of his 
operate on a “feast or famine”’ basis. 
And for that reason, his retail appli- 
ance outlets and automotive dealer- 
ships jingled the cash register to the 
tune of two million dollars in 1946 
with a three-million dollar gross anti- 
cipated for 1947. 

Mr. Delaney ascribes much of the 
success of his company to the devel- 
opment of his employee organization. 

“Our diversified operations, natur- 
ally, call for an adequate, well-trained 
staff of sales people and service per- 
sonnel,” he said. “There are more 
than 200 persons now employed in 
our eight branches, and these em- 
ployees are potentially capable of op- 
erating other Delaney stores. It is 
part of my plan to make such oppor- 
tunities available.” 

So, while Mobile home-makers are 
having the treat of their life-time in 
the air conditioned comfort of a De- 
laney store examining the new home 
appliances and listening to the 
straight-to-the-point information a- 
bout the equipment from Delaney’s 
well-trained staff members, sales will 
zoom upwards, and there will be a 
new Delaney’s in the making just a- 
round the corner. 


How Service Leads 
To More Sales 

(Continued from page 40) 
men for us whether they bring i: 
prospect names or not,’ Jones i 
marks, “for their contacts are gooc 
and a satisfied service customer is als 
one of our best salesmen.” 

These contacts are exploited by ac 
vertising in the daily newspapers ¢ 
Richmond—ads that are usually keye 
to the full page promotion ads ru 
several times a month by the Virgin 
Electric and Power Company. Whe 
the power company promotes a ce 
tain product, Jones & Gooding inse 
an ad telling the public where to bi 
it, be it certified lamps, vacuu 
cleaners, or washers. 

Another lucrative and_sales-boos 
ing portion of the Jones & Gooding 
firm is their parts deparment. Loca 
ed in the basement, it has a mode: 
display counter similar to the on 
utilized by wholesale parts jobbe 
and also serves as a desk for receivii 
and ticketing the small applianc 
that are brought in for repairs. 

In this way the customers bringing 
in small appliances must tray 
through the main store, where th« 
eves can hardly miss being attract 





Bion 


IT’S A NATURAL 


NATURAL 


%& FOR CORRECT VENTILATION. 3&10- 
FAN electric ventilator instal: 
the ceiling —where a fan belo 


NATURAL 
*& FOR EFFICIENCY. Only BLO-F 


combines the power of a bio 
with the volume of a fan. 


NATURAL 


%& FOR PROFIT. Each BLO-FAN in 
lation adds as much to your 
tract as 10 to 20 additional outi<'s. 





* A postcard will bring you complete infor 1a- 
tion and names of your nearby distribut: ’s. 


PRYNE & CO., INC. 


Los Angeles 54, California - Chicago - New part: 
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gleaming appliance floor displays. 
Unless they happened to he an “ap- 
iance-saturated” customer, they will 
nerally pause to ask questions, giv- 
g the floor salesmen a chance to 
monstrate. 
[his complete parts department is 
valuable and necessary adjunct to 
e type of service department operat- 
by Jones & Gooding, for by keep- 
z a good inventory, the servicemen 
not have to hunt all over town, 
h consequent waste motion, to 
d a part for a repair job. As a 
itter of fact, the parts department 
so complete that much of the Jones 
Gooding parts business comes from 
1et appliance dealers. Generally, 
se parts are sold to the dealers at 
rular retail price, giving the Jones & 
oding firm their regular margin. 
the case of some other parts distri- 
itors, the Jones & Gooding com- 
ny splits discounts under a recipro- 
| agreement. Claigborne Wilson is 
rts manager. 


Profit from Accessories 


Added revenue is obtained on 
isher sales by offering and empha- 
‘ing complete laundry service. R. R. 
lings, floor salesman for Jones & 
Gooding, says that the market for 
m-automatic washers is still a sell- 

’s market in the Jones & Gooding 
tore, with orders for name brands of 
non-automatic washers booked 60 to 

) days ahead of delivery. 

With these washers, a complete 
line of laundry tubs, including the 
wheeled Laundry Queen tub at $6.95, 
is stocked and displayed, and a sale of 

set of these usually goes along with 

ie sale of a new washer. Another 
idditional line are the wicker clothes 
hampers, dirty clothes baskets, irons, 
nd water buckets. This “complete” 
undry service for the non-automatic 
ashing machine purchaser, helps to 
peed their sales. 

Automatic washers, of course, are 

ill selling with good volume. 

With their thorough and adequate 

rvice department, the partners feel 
‘hat they have taken first things first 
in their appliance business, and they 
e sure that their future sales pro- 
ram is resting on sound foundations. 


incentives for 
Salesmen 
(Continued from page 37) 


ion to the course, and an effort to 
mpress on the student salesman the 
.eed for competent customer demon- 
trations. The latter are made by 
Mrs. Caroline Waters, the firm’s full- 






Sepco Electric Water Heaters have pioneered 
in design and construction since 1915! 
Today, 32 years of research and engineering 
advancement is paying-off for Sepco dealers 
. in customer satisfaction and increased 
sales. 
Utility and home-user tests prove Sepco 
Electric Water Heaters are built to give 24 
hour daily service year after year. The supply 
of clean, even-tempera- 
ture hot water is never 


exhausted. 


AUTOMATIC 


TOUTS AUTOMATIC ELECTRIC HEATER CO., INC. 
Offices and Factory ¢ Pottstown, Pa. 


WATER HEATERS 
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IF SO—WRITE NOW for the new 


was HARCO 1948 CATALOG 







of complete up-to-date information 


on all makes of ELECTRIC 
MOTOR PARTS, BEARINGS 
BRUSHES, CAPACITORS 
COUPLINGS and PULLEYS 



















HARCO Equipment co 





2473 SHERMAN AVE., N.W., WASHINGTON 1, D.C. 














All Sherman Lugs are 
individually inspected 
before shipment to 
maintain accurate di- 
mensions and eliminate 
flaws affecting service 
qualities. 


H. B. SHERMAN 
Manufacturing Co. 
Battle Creek, Mich, 


Sherman 


SOLDERING. 
_ LUGS | 





CODE CARD SYSTEM 


<< [—~~*— Removable Self-Starter Strip exposes ends of Labels for you to peel! 


Sa, T PICK. US USE ‘ SELF- STARTER STRIP TO = LABELS. 
7 


























QUIK. LABELS” 
Mark Your Wires Faster 


QUIK-LABELS code Wires, Leads, Circuits, 
Relays, Parts, etc., faster and cheaper. @ 
Pre-cut to exact size, QUIK-LABELS come on 
handy cards. ® Ready to use, they stik-quik 
without moistening, replace slow and costly 
string tags, roll tapes, decals, stencils, metal 
tabs, etc. ® Silicone plastic coated to resist 
dirt, grease, abrasion. e Starter-Strip 
automatically exposes ends of Labels for you 
to grasp instantly—no more finger-picking. 
Write for Folder and FREE Sample Cards 


W. H. BRADY COMPANY 


Established 1914 
Manufacturers of Self-Sticking Tape Products 
252 W. Wells Street, Milwaukee 3, Wisconsin 
Factory—Chippewa Falls, Wisconsin 
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time home economist. Whenever 
available, guest speakers, such as 
manufacturers’ sales representatives, 
are given a spot on the program. 

Aufford-Kelley is a WA-approved 
agency for Veteran’s on-the-job train- 
ing, and the firm now has, as student 
salesmen, 3 ex-Servicemen. Others 
are undergoing training in the Serv- 
ice department. Throughout the 
firm’s entire personnel, practically all 
branches of the Service are repre- 
sented, including one AAF pilot and 
a paratrooper. 

Both Fred Aufford and Albert Kel- 
ley, firm principals, are certified as 
having completed the GE sales 
course. Among the various lines, 
which the company represents, are 
the full GE line, Bendix home laun- 
dry equipment, Pacific air condition- 
ing and the Murphy Cabranette Kit- 
chen. On the last-named line, the 
firm has the sales agency for the 
State. 


Luminous Ceilings 
From Stock Sections 
(Continued from page 35) 


sizes of ceilings. 

The results obtainable are indi- 
cated by a typical pilot installation 
in a room 15 ft., 6 in. by 15 ft. 6 in., 
having a ceiling height of 16 feet. 
The louvers are mounted at a height 
of 9 ft. 6 in. above the floor. The 
distance from the top of louvers to 
top of fluorescent fixtures is 2 ft., 
1 in. Distance from top of louvers 
to bottom of fixtures is 1 ft., 6 in. 
A total of 30 louver sections cover 
the ceiling with 15 fluorescent fix- 
tures above them. ‘The total illum- 
ination on desk and table 36 inches 
above the floor is 160 foot-candles, 
while the maximum brightness of the 
louvered ceiling is only .4 candles 
per square inch. 


Selling Adequate 
Wiring Today 
(Continued from page 29) 


the present time our local utility is 
building some 300 miles of rural dis- 
tribution lines, opening up new com- 
munities in our rural sections. The 
market there for all types of elec- 
trical farm equipment and household 
electrical equipment is great. Thou- 
sands of these new customers are be- 
ing connected to our lines. I have 
mentioned before the great increase 
in electric house heating in Chat- 
tanooga. ‘This has meant much to 
the contractor, the wholesaler and 
the manufacturer. The additional 
cost of wiring for electric heating is 


a tremendous item for the contrac- 
tor. 

During this particular period we 
are going through, adequate wiring 
must be sold in Chattanooga, and 
we are selling it by a lot of hard 
work, 

Here is a typical example. We 
have in Chattanooga a man who calls 
himself “The Strawberry King of the 
World’—Mr. George Bagwell. 
Sometime ago, he decided he want- 
ed to do something about the hous- 
ing situation. He took one of the 
building tracts which he owns, sub- 
divided it, and is building 400 hous- 
ing units of the low cost type. This 
is his first venture in house build- 
ing; he is a good business man and 
wants to perform a service for his 
community—this is his primary rea- 
son for going into the house build- 
ing business. 

I talked to Mr. Bagwell personally 
about his electrical needs. He was 
sold on the idea of using electric 
heating, range, and refrigerator in 
each home, also electric heat. In 
discussing wiring, I didn’t seem to 
get very far with him; he said he 
would leave this up to his building 
and electrical contractors. 

A few days after the subdivision 








Be Prepared. . 


RUN OUT BRUSHES 
— —— 


[—.. HELWIG "xIT 


MOTOR BRUSH | FLWs 
; aR) 


Ee 














You don’t have to order a com- 
plete Helwig Brush Kit every time 
your supply of a popular brush is 
exhausted. Simply request the brush 
number you need from our nearest 
office. For complete kit informa- 
tion, write for Bulletin 65, 


SOUTHERN OFFICES 


Atlanta _..._ 316 Walton Bldg.; 
Oklahoma City 323 NW 2nd St., Tel.: 2-6881 
Houston -_.. 1101 Chenevert; Tel.: P.3747 
St. Louis 1913 Washington Ave., Ch. 6510 
El Paso _. 708 N. Piedras St.; Main 7845 


Ja. 6097 


HELWIG CO., Carbon Products 


Makers of Multiflex and Tronsert Brushes 
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SECO coounc rans 
than ever 


Its simplicity of 
design permits 
easier installa- 
tion in Walls, At- 
tics, or Pent- 
houses, 


SECO Fans de- 
liver a maximum 
volume of air at 
slow speed, with 
extreme quiet- 


ATTICS 

ccuncEs 24”, 30”, 36”, 42”, 48”. 
and fer (3800 to 18,500 C.F.M.) 
Industrial Write for Ulustrated Bulle- 
Installations tin, Specifications & Prices. 


Contact your nearest Distributor or write 


SECO-LITE MANUFACTURING CO. 


| 4916 EASTON AVE. . ST. LOUIS 13, MO. 




















Here’s How to Lick that 
Hard Ventilating Job! 


MARTIN 
Bucket 
EXHAUST FANS 


for industrial plants and 
various installations where 
abnormal ventilating require- 
ments exist such as... 
®Stagnant Air ® Excessive 
Heat ®High Humidity 
® Chemical Fumes ® Severe 
Smoke. 





MARTIN 
Utility 
EXHAUST FANS 


A sturdy fan to fill a variety 
of needs. For homes . . . for 
commercial and light indus- 
trial uses. 





Write for information. 


Sizes 24” to 72” 


MARTIN Fan & Blower Co. 


4632 West 21st Place Chicago 50, Illinois 
Lawndale 8474-5-6. Long Distance Olympic 5252 





CAROLINA INDUSTRIAL PL 
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3 CHEMCLAD 





“/y fees T, TW, TF, TFF, POT 
aud othens ave avatalle 


Now —a complete line of Thermoplastic Insulated 
Wire available for immediate delivery! All types —T 
and TW, TF, TFF, POT and twisted multiples for bell 
and thermostat wiring — produced to meet the most 
rigid specifications. Underwriters approved. 

Types T and TW are now available at identical price. 
This makes TW the most economical wire that can be 
used under the code in wet locations. 

We are located to serve you first and best, in the 
heart of your own Southland. Our service is friendly, 
prompt, and reliable. Representatives: Paul Sherrill, 
P. O. Box 38, Greensboro, N. C. Virginia and the Caro- 
linas. Henry W. Clower, 375 Whitehall St., Atlanta 3, 
Ga., Southeastern States. 


CHEMCLAD Piast Produces 
STICS Corr. 


MOUNT AIRY, NORTH CAROLINA 
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was underway I made an inspection 
of three or four of the houses. A 
good wiring job was being done but 
not one that would allow us to issue 
certification. Only three or four 
items were needed to complete an 
adequately wired home. The con- 
tractor was out of town on vacation 
at this particular time and I could 
not get much help from his assis- 
tants. I went to see Mr. Bagwell 
and told him of the conditions I had 
found; I requested that he look over 
the houses and allow me to explain 
to him reasons for installing addi- 
tional wiring. 

He agreed to this, and after hear- 
ing the adequate wiring story in one 
of the houses under construction, 
he was completely sold and agreed 
to do what was necessary—that was, 
add another circuit and a few out- 
lets. He asked his building superin- 
tendent to bring his plan in and re- 
quested that I mark each set, show- 
ing the additional requirements. It 
required approximately one day’s 
time to sell Mr. Bagwell on the idea 
that he should install 1600 additional 
outlets, not counting additional wir- 
ing which, on today’s cost of installa- 
tion, runs into a neat sum of money. 


It seems that the architect did 
not try to sell Mr. Bagwell; the man 
who was doing the supervising of 
the building did not seem interested 
in selling him, and the electrical 
contractor failed to sell the job. 
Probably, we failed first on original 
contact in not taking more time. 

We are not sure how long this 
period will last, but we all recognize 
that so long as it does, we must keep 
eternally busy working with all in- 
terested groups, telling the adequate 
wiring story over and over. It means 
hard work, but we think it will be 
worth while in years to come to know 
that in many of the housing pro- 
jects built immediately after the war, 
certified adequate wiring—along with 
electrical appliances—was one of the 
greatest assets of that home, and 
that we had a part in seeing that it 
was installed. 


The Black Market 


Sales Problem 
(Continued from page 27) 


And the trend is continuing. A 
study just released by the Edison 
Electric Institute on the status of 
farm electrification shows that the 


South and Southwest are leading all 
other parts of the country in the 
number of farms getting electric serv- 
ice. In an estimate based on REA 
data, the Edison Electric Institute 
Institute points out that 392,516 
farms will get electric service during 
the year 1947. Of this number, 
231,647 are in the South and South- 
west. In other words, of all farms 
electrified during 1947, more than 
61 per cent are in the South anc 
Southwest! 

Viewed in the light of these Fig 
ures, the “black market’ problen 
assumes a different aspect. Satura 
tions of electrical appliances in othe 
parts of the country have been high 
and much of the potential applianc 
business is replacement business. Re 
placement purchases can often b 
delayed, if the equipment is not avai 
able, or if prices are too high. 

In the South, it’s new busines 
Hundreds of thousands of custome: 
added in the last few years are des 
perately in need of appliances and 
will pay a premium to get them 
Thousands of southern families whi 
formerly employed colored laundry 
women are urgently in need of hom« 


laundry appliances. 











BAKELITE WIRE CONNECTORS 


Fully Approved by Underwriters Laboratories, Inc. 


No further need for substitutes. 


We offer a complete line of economical and dependable Bakelite 
Wire Connectors in various sizes for practically all jobs in 
electrical wiring. Write for revised prices and catalog sheet. 


Available through your local jobber 


Hi-Scale Products Corp. 


217 Centre St., New York 13, N. Y. 
Southern Representative, A. M. (Amo) Orlick, P. O. Box 1033, Sanford, N. C. 




















BEACON LIGHTING PRODUCTS 
CORPORATION 


615 NORTH ABERDEEN ST. 
CHICAGO, 22, ILLINOIS 


Manufacturers of Residential Lighting Fixtures 
Our entire organization wishes our 


customers and suppliers 


A Merry Christmas and a Happy and 
Prosperous New Year 


“Handbook 


your copies. 











ELECTRICAL 
Grant Building 


Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential Wiring Design” 
of Farmstead Wiring Design,” 
marizing the latest authoritative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. 
dress, and remittance at once to make sure of getting 


and 
sum- 


Send name, ad- 


SOUTH 
Atlanta 3, Ga. 
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Signal kitchen 
vent fans are 
two types ad- 
justable 6-11142”; 
13-24” -... 10” 
quiet type fan ... 
' motor rubber mounted 
| —totally enclosed ... 
double protection out- 


a 


side shutter: inside door 
. can be installed in new 
or old houses. 


EXHAUST 
FANS 


For commercial use in kitchens, 

laundries, taverns, garages, and 

similar installations where a 

volume of air is required, 

Signal Bucket Blade Ex- 

haust fan does the job 
efficiently, quietly and 
economically. 





SIGNAL ELECTRIC MFG. CO. 


soo 











For a complete line of inexpensive 


Residential Lighting Fixtures 
write for Catalog No. 47 


PURITAN LIGHTING FIXTURE CO. 


21 BOERUM STREET ° 


or to our Southern Representative 


At M.ORLICK @ P.O. BOX 1033 @ SANFORD, N. C. 


% 
y 
Rg 





BROOKLYN 6, N. Y. 








“Better Than Ever” 
Cords — Cord Sets 

Southern Representatives: 
W. H. Berry Co., 88 Pryor St., S.W., Atlanta 3, Georgia 
Harbert S. Gregory, 1511 Louisiana Ave. New Orleans, La. 

Lowell V. Maxson, 1708 Laws, Dallas, Texas 
Founded 1903 

LOWELL INSULATED WIRE COMPANY 

| LOWELL, MASS., U.S.A. 
L LOOK TO LOWELL FOR LEADERSHIP 








CONDUIT 
NIPPLES 


e@eeeeveeeee 


1946 CODE PVX 
CONNECTORS 


CONDUIT 
COUPLINGS 


eeeneeeeaeene 


EMT BODIES 


eeeeeeeeee  § 


THREADLESS 
BODIES 


ANGLE CONDUIT 
INSULETS 


@eeeeeee ee 


CORD GRIPS & 
PVX CONNECTORS . 


@eeeeeveveee 


WATERTIGHT 
BOX CONNECTORS 


THREADED 
BODIES 


THEY FIT! THAT'S 
WHY WE SAVE 
TIME AND MONEY 
ON THE JOB! 


A complete line that 
installs faster, cleaner 


ASK YOUR WHOLESALER 
he’ll tell you what every 
contractor and electrician 
wants to hear—that you 
can make more money on 
the job when fittings fit. 


First, GEDNEY Fittings 
are made of high grade 
malleable iron. Second, 
they have a smooth finish, 
inside and out. Third, all * 
are clean and accurately 
threaded. 


Convenient, clearly- 
labeled packaging is a big 
help, too—no lost time 
finding a size or type. 


GEDNEY 


ELECTRIC CO. 


RKO BLDG., RADIO CITY 
NEW YORK 20, N. Y. 


Factory, Foundry & Shipping 
Point: Terryville, Connecticut 


NEW 62-PAGE CATALOG — 
WRITE FOR YOUR COPY! 


The new GEDNEY man- 
val — concise, factual 
ond indexed — com- 
pletely lists and il- 
lustrates the wide 
range of sizes and 
types of GEDNEY Con- 
duit Bodies and Fit- 
\ tings. Please write for , 
copy on com- 4 
+ pany letterhead. 





eeoeoeeeeeses. 
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TO REEL OR UNREEL 
all Wb 
THE ¥ asiks! WAY 


WHATEVER YOU USE ON A REEL... 
WIRE, CABLE ORROPE. SAVE TIME AND LABOR WITH 


ROLL-A-REEL 


Portchlo 

Lightweight 

Slanted front 

Positive front lock 

No jocks needed 

Adjustable slots for many widths 


TAKE IT TO REEL, 


Style A: 
2,000 Ibs. cap. 
37.50 


Style B: 
4,000 Ibs. cap. 
75.00 
f. o. b. Cincinnati 


ASK FOR DETAILS IMMEDIATE DELIVERY 








ROLL-A-REEL 


327 WEST FOURTH STREET 
CIN CINNATEH 2. OHIO 





FOLDING DOUBLE CUPPED 
. %& WASHER LUGS x 


A SIZE and TYPE for every need! 


KRUEGER & HUDEPOHL 


Solderless Tyrminal Lugs and Connectors 
VINE AT THIRD-ES * CINCINNATI 2, OHIO 





The real reason for the extensive 
“black market” sales of electrical ap- 
pliances in the South, therefore, is 
simply that the South is not getting 
a share of appliances commensurate 
with the demand that exists in the 
South. 

Of course, as long as the total 
supply of appliances is not sufficient 
to meet the demand, there will be 
some shifting about of equipment 
and, possibly, some sales above es- 
tablished retail prices by opportu- 
nists. But the fact that many such 
opportunists are finding it profitable 
to buy appliances in the East and 
Midwest for resale in the South in- 
dicates that there is maldistribution. 
Southern dealers will have less cause 
for complaint when a few cases are 
reported of appliances being carried 
North for resale! 

While most of the appliances that 
are being sold by unauthorized deal- 
ers at above established retail prices 
have been brought in from the east- 
ern and midwestern states, there are 
a good many cases of individuals in 
the South buying and selling appli- 
ances at “black market” prices. Much 
of this traffic can be eliminated by 
a little care on the part of the deal- 
ers themselves. 

Dealers themselves can do much 
to eliminate this latter type of traf- 
fic by scrutinizing carefully their 
waiting lists for hard-to-get items. 
One alert dealer makes it a point to 
check on a prospective refrigerator 
purchaser by calling his home, posing 
as a service company, and inquiring 
if the refrigerator is in good work- 
ing order. When he finds that the 
home already has a refrigerator in 
operating condition, he questions the 
purchasers further and, frequently, 
finds that the new unit is being pur- 
chased for resale. Of course, he de- 
clines to deliver the refrigerator for 
this purpose, preferring to sell it to 
some other customer whose need is 
urgent. 


Lighting the Store 
Of Tomorrow 
(Continued from page 25) 


wall, and is open at the wall edge 
to provide an inverted cove effect of 
fluorescent light over the partially 
mirrored wall. The outer edge, be- 
ing scolloped, adds an appropriately 
frivolous note. Two hundred-watt 
downlights on _ seven-foot centers 
highlight milady’s chapeaux in varying 
intensities from 35 to 65 foot-can- 
dles. This department is decorated 
in shades of blue and pink. 


The children’s department on the 


fourth floor is in a different spirit. 
Brightness is concentrated on mer- 
chandise and on eye-level walls. The 
ceiling is a suspended lavender cloud- 
shaped affair with irregular scallops 
edged with light against a pink upper 
ceiling. 

Colors on side walls are ivory and 
turquoise. Cove lighting utilizes two 
rows of white cold-cathode tubes. 
Downlights of 200 and 300 watt 
provide accents of 100 foot-candle 
with a general level of 25 foot-can 
dles. Case lighting from an “up-and 
down” trough provides 20 to 10 
foot-candles on displayed garments 
Cold cathode tubing is employed i 
curved sections and fluorescent lam 
in straight sections. 

Show windows are of the islan 
type bordered with 300-watt mirro 
ed glass reflectors with a central a 
rangement of recessed, louvered flu: 
rescent reflectors; also recessed ai 
150-watt reflector spots to add hig! 
lights. 

In Mayfair can be seen a wid 
variety of lighting applications, con 
bined with smart coloring and stu 
ied arrangements of space and fu 
nishings that blend suitably to creat 
atmosphere. Lighting, decoratio: 
and furnishings are co-ordinated in a 
scheme of architectural fitness whic 
sets Mayfair apart as a thorough); 
modern establishment. Merchandis 
display compels attention and al 
items appear at their best. Car 
fully-balanced lighting accentuating 
selected merchandise items creates im 
pulse appeal. 

George L. Dahl, Dallas architect 
and engineer, is responsible for de 
sign and lighting. Color consultan 
is Sidney H. Morris, of Chicago 
Fischback and Moore of Texas, Inc 
were electrical contractors. Phi 
Blatt is manager of Mayfair, whic 
is an important unit of the Franklii 
chain. 








AT 


ANTI-CORROSIVE PAINE 


OA ox | 


LEAD & ALUMINUM PAINT 
Simplify Maintenance % 


Give Maximum Protectio# 


Cibo inc. 


NORTH ARLINGTON, N. J. 


FS 


oo 
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MOTORS 
FANS 
CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 
AUTHORIZED PARTS DISTRIBUTORS 








Brown-Brockmeyer General Electric Master 


: Century Hamilton-Beach Peerless 
Cutler-Hammer Holtzer-Cabot Robbins & Myers 
Delco Howell Star 
Diehl Hunter Thor 
Duro Ilg Wagner 
Emerson Leland Westinghouse 
Marathon 


READING ELECTRIC COMPANY, INC. 


Parts Distributors for the Manufacturer 


200 William St. Barclay 7-6616 New York 8,N. Y. 
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AIP-F | LO Automatic 
CEILING SHUTTER 









TOP VIEW~- OPEN - - LESS MOULDING 





Built so they can be installed practically flush with the ceiling, 
AIR-FLO Ceiling Shutters present a refined, finished appear- 
ance. Their natural aluminum color blends with any decoration, 
eliminating need for painting, and no grille or winter cover is 
required. Furnished in 5 different widths, single panel up to 73” 
long. No _ operat- 
ing mechanism 
shows. Built-in fusi- 
ble link. Meets fire 
underwriters require- 
ments. Write for 
illustrated catalog 
42-B of the com- 
plete AIR-FLO line. 























VIEW FROM BELOW -- CLOSED 
(with moulding ) 


Air Conditioning Products Co. 
2340 W. LAFAYETTE BLVD., DETROIT 16, MICH. 


















2 FIXTURES 
| 


FLUORESCENT | 


i? 


f ? 


6 SpoT-O-BRITE’ —@ 


The New “SPOT-O-BRITE” Efficient—Economical 
A fluorescent fixture with adjustable Spots 


Jobbers Wanted 
Fluorescent Fixtures for all purposes. 


STA-BRITE FLUORESCENT MFG. CO. 
226 N. W. Fifth St. Miami 36, Florida 



























WASHING MACHINE PARTS — ALL MAKES 


PROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 
Gates Belts 
T-K Range Parts 





/ Electrical Appliance Parts 
Washington 1 D C 









811 9th St.. NW 
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“THE PRESIDENT’ 


Just one of several beautiful 8 ft. models of our 


| Cold Cathode Fixtures... 







TWO AND FOUR LIGHT 
INDUSTRIAL 8 FOOT FIXTURES 
ALSO AVAILABLE FROM STOCK. 


SEND FOR OUR NEW COLD CATHODE 
FIXTURE AND PARTS CATALOGUE. 

















NEON SUPPLY CO. INC. 


BOX 2543, MEMPHIS 3, TENN. Phone 8-7112 
Neon and Lighting Headquarters in the South. 











Js More Profitable to Sell \I€ 
COMPLETE 


VENTILATING 
SYSTEMS 


Reed “Comfort Cooling” ventilating 
has everything for complete installa- 
tions. Every attachment necessary to 
ventilate complicated industrial jobs 
to simple home problems is offered 
with the patented reversible fans. By 
adding three simple attachments you 
can display window fans, attic fans, 
floor fans or commercial exhaust 
jobs. Sell complete ventilating sys- 
tems. It’s more satisfactory in every 
way. Write today for catalogue, 
prices, etc. 











TEST STATEMENT — Each Reed 
Unit Fan bears a certified rating 
label of the Propeller Fan Manu- 
facturers Association. This label 
certifies that the fan has been 
tested in strict accordance with 
the Standard Test Code as ap- 
proved by the American Society 
of Heating and Ventilating En- 
gineers. You are sure of getting 
what you pay for when the fan 
bears this label. 





REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., New Orleans 8, La. 
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Shielded light 
with bare ight 
efficiency _ 











GIVES YOU HIGHEST KNOWN EFFICIENCY FOR ANY SHIELDED FIXTURE 
















Shielded to a viewing angle of 30 to 35 degrees in any direc- 


tion the Biltmore emits 85.5% of the tube output...equal to 
ELECTRICAL and in some cases above the high output of an open type 
TESTING unshielded unit. 


LABORATORY In addition to the outstanding efficiency of the Biltmore fixture, 
2 oe ae the ease with which it is installed and serviced makes it the 
Biltmore “5500” was greatest lighting value on today’s market. 


shown in their compar- 
ative test against the 
total lumens of bare 
lamps to have an effi- 
ciency of 


The Biltmore “5500” is sold only through recog- 
nized distributors. Write for the name of your 







nearest distributor and complete catalogue sheet. 


MANUFACTURING CO 


OFFICE & PLANT Meee 1919 PIEDMONT CIRCLE, ATLANTA 
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Yes, sir, this surface range outlet is a beauty trom the outside, but just take a 
look at the inside. There’s real beauty there, from your point of view — the 
kind of beauty that means a man doesn’t have to be a contortionist to install 
it — the kind of beauty that means you install it once, and it stays installed. 
Those are the things you expect — and get — in wiring devices that carry the 
General Electric name. 

It’s the smart exterior that makes it easy to sell your customers. One glance at 
this good-looking outlet and the mention of General Electric, and they go for 
it. But, be sure to convince yourself, too. Look at the easy-working, solderless 
connections. Notice that you can lead in from bottom or rear. Look at the easy- 
action knockouts and the provisions for fourth-wire ground. You'll agree that 
it’s a beauty, too. Its number is GE3000. Its name is General Electric — the 
name that convinces your customers — the name that makes your jobs easier. 

Ask your distributor about the GE3000 and the rest of the work-saving line 
of General Electric wiring devices. 


ry 


NG DEVICES by 


GENERAL &) ELECTRIC 











Wiring Briefs from 
your G-E Distributors 


Do you know the interesting features that 
help make General Electric wiring devices 
easy to use and safe to specify? Do you 
know the wide variety of items in this full 
line? For useful facts and interesting bits 
of information, keep posted on this column. 
It's designed to help you learn more about 
the General Electric line. 


Remember the stories about the little man 
who turns off the light in the refrigerator? 
The one about General Electric Watch 
Dog* fluorescent starters is even better, 


| because it’s true. Here's part of the story: 


a Watch Dog starts a 
lamp just like any other 


) high-quality starter. 


But, once it’s in opera- 
tion, it stands guard, 


| watching for any indi- 


| cation of lamp flicker. <L 
| When a lamp starts to 


flicker, the Watch Dog 
starter turns it out — 
saves circuits and ballasts, outlasts other 
starters 5 to 1. For the rest of the story, 
ask any General Electric merchandise dis- 


tributor. 


Brutal is the word for 

most methods of hang- 

ing clocks and fans. 

But General Electric ~~ 

clock and fan hangers 

end all that. They’re 

flush hangers that sup- 

port fans and clocks 

with no extra work or 

damage to walls. Fan 

hanger outlet fastens 

readily to fixture stud in outlet box for 
sturdy support. Handy clip on plate of 
clock hanger outlet gives invisible sup- 


port to wall clocks. 


Surface wiring used to be the ugly step- 
child, but you’ll be surprised at how neat 
and good-looking it’s a 

grown. Convince your- 

self with General Elec- 

tric’s new folder on 

surface wiring devices. 

For your free copy, 

write to Section 

D73-1224, General 

Electric Company, 

Bridgeport 2, Conn. 

*Trade-mark Reg. U. S. Pat. Off. 


Say “G.E.” and he’ll agree. 
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